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Not As Simple As It Looked 


This refrigerated locker storage 
plant business is—to reverse an old 
saying—just getting to the corner 
grocery stage. By that we mean it 
has passed beyond the point of throw- 
ing up an insulated building, putting 
lockers in it, and just having some- 
one on hand to open up the place. 
New plants are invading the large 
cities with a food store tie-in, oper- 
ators are devising new tricks to sell 
the service to patrons, all-in-all it’s 
a pretty lively business. Read for 
yourself about it on pages 10 and 11. 


* * * 


1,938 Buyers Interviewed - - - 


If you wanted to know some things 
for sure about the household refrig- 
eration business—such as how much 
of a factor were trade-ins this year, 
was price really so important, and 
what was the main reason for cus- 
tomers purchasing a certain make— 
there is only one way you could 
obtain such information, by going out 
and interviewing each customer. 
Well, nobody’s done that, but some- 
body has cross-examined 1,938 1940 
buyers, and what they found out is 
reported on pages 4 and 5. 

* 


* * 


Helping the Wholesaler 


Suppose you’re a manufacturer 
who believes in the wholesaler as the 
proper agency to distribute your 
products—in fact, you decide to dis- 
tribute through independent whole- 
salers only. What can you do to 
help that wholesaler? One manufac- 
turer in the electrical field has made 
a name for itself by the way in 
which it has assisted its wholesalers, 
and the story of this company’s plan 
is told on page 7. 

* * 


Water Chilling To the Fore 


Water chilling systems for use in 
industrial work and in air condition- 
ing is one branch of the refrigeration 
industry that seems to have been 
under acceleration recently. The 
first instalment of an article dealing 
with this equipment and the market 


for it is to be found on page 12. 
* * * 


Shelf Goods 


Manufacturers of _ refrigeration 
parts and supplies are going to 
packaged items more and more, and 
this poses a new problem in the 
jobber’s display activities. Some 
Suggestions for the display of pack- 


aged items are offered on page 14. 
* * * 


Wanamaker’s Scores Again 


Wanamaker’s is a name famous in 
merchandising annals—so it’s per- 
haps only natural that the store 
should make some kind of a mark 
in selling room coolers. Page 9. 


Detroit ASRE Offers 
Trip For Best Paper 


DETROIT—Members of the De- 
troit section of American Society of 
Refrigerating Engineers will compete 
for a free trip to the spring meeting 
of the national society, in a contest 
to decide the best paper offered by 
& member on any refrigeration sub- 
ject. Details of the contest were 
announced to members at the October 
Meeting of the section held at the 
Fort Shelby hotel here last week. 

_ Officers for the coming year were 
inducted at the meeting. Louis S. 
— Jr., Westerlin & Campbell, 
oon Serve as president of the section; 
— Klopsch, Wolverine Tube Co., 

e President; John Wyllie, Jr., 
*mprite Products, treasurer; and 
Ps C. Doremus, Detroit Ice Machine 
®., Will continue as secretary. 

s outlining activities for the year, 
pct decided that the section would 
roca ged second Tuesday of each 

“ on the exception of Decem- 
med lans for a membership drive 
jer announced by Joe M. Oberc, 
ites" of the membership com- 
Sepeien David L. Fiske, national 
jo ary, addressed the group 

Oncluded on Page 3, Column 1) 


Kinetic Chemicals’ Classification of Its Stewart-Warner Puts Emphasis on 
Customers Hailed as Forward Step All-Year Refrigerator Promotion 


WILMINGTON, Del.—In its new 
set of regulations adopted this 
month governing the distribution of 
the “Freon-12” refrigerant, Kinetic 
Chemicals, Inc. has developed a 
classification of customers’ which 
some industry observers rate as the 
most far-reaching and _ significant 
step to be taken by a manufacturer 
of supplies for the refrigeration field. 

Under its new distribution plan, a 
wholesale allowance is given to those 
firms in the industry who function 
properly as wholesalers of refrigera- 
tion supplies. The wholesale allow- 
ance is made on a functional basis, 
that is, on each individual sale. 

Kinetic Chemicals has not set up 
a list of wholesalers and retailers 
arbitrarily classified. Classification 
was made through the medium of a 
questionnaire. By means of this 
questionnaire Kinetic Chemicals de- 
veloped a list of wholesalers, and 
wholesaler-retailers. 

Kinetic’s definition of a sale at 
“wholesale,” of a sale at “retail,” 
and of an “ultimate consumer,” 
respectively, governs all claims for 
the functional wholesale allowance 
which it grants. Such definitions 
are: 

“A ‘wholesale’ sale is a sale made 
to a party who is regularly engaged 
in a business of reselling the refrig- 
erant ‘Freon-12’ to all ultimate con- 
sumers who will patronize him. Re- 
sellers of ‘Freon-12’ include the 
dealers in electric refrigerators, deal- 
ers in commercial refrigerating equip- 
ment, dealers in air conditioning 
apparatus, dealers in refrigerated 
display cabinets, dealers in walk-in 


coolers and commercial cabinets, 
independent service men, independent 
Service companies, ice cream and 
dairy companies who contract to 
service ice cream cabinets, companies 
Selling bottled water who contract to 
maintain a cooling apparatus, brew- 
eries or service men who contract to 
keep malted beverage dispensing 
apparatus in order, and plumbing, 
heating, and engineering contractors 
who install refrigerating equipment. 

“A sale at ‘retail’ is a sale made 
to an ultimate consumer or to a 
buying agent or agency of an ulti- 
mate consumer. Ultimate consumers 
are too numerous for complete enu- 
meration. They include stores, shops, 
office buildings, theaters, meat mar- 
kets, groceries, fish dealers, cold stor- 
age locker plants, hotels, apartment 
houses, homes, cafes, restaurants, 
slaughter houses, cold storage houses, 
fur storage vaults, florists, saloons, 
chemical manufacturing plants, tex- 
tile manufacturing plants, printing 
establishments, undertaking’ estab- 
lishments, hospitals, public buildings, 
in fact, everybody who purchases the 
refrigerant for use in refrigerating 
machines which perform a service or 
variety of services needed in the con- 
duct of the buyer’s business. Chain 
stores, chain hotels, and chain restau- 
rants are ultimate consumers, irre- 
spective of the fact that they may 
purchase through a central buying 
agency and may have been listed as 
‘national users,’ and given prefer- 
ential treatment.” 

Particularly significant, it is felt, 
is the elimination of the so-called 
(Concluded on Page 9, Column 1) 
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Locker Plant Men 
Meet Next Week 


CHICAGO—Attracted by a pro- 
gram which promises much in the 
way of informative, worthwhile dis- 
cussion, and by exhibits of refrigera- 
tion equipment, insulation, and all 
the other elements which go to make 
up a refrigerated locker storage 
plant, owners and operators of such 
plants from coast to coast will 
convene Oct. 28 through 30 at the 
Stevens hotel here for the second 
annual convention of the National 
Frozen Food Locker Association. 

More than 33 manufacturers will 
exhibit their equipment. Experts on 
many phases of the locker industry 
are scheduled to speak on the topics 
with which they are most familiar. 
Unlimited opportunity will be pro- 
vided for informal discussion of the 
industry’s problems and progress. 
Ample entertainment has been ar- 
ranged. 

The convention will open at 8 a.m. 
on Oct. 28 with a call to order by 
Roy G. Myers, president of the na- 
tional association, and will continue 
with reports of the various officers 
and committees. 


First scheduled talk will come at 
2 p.m., when Forest U. Fenn of South 
Dakota State College of Agriculture 


(Concluded on Page 11, Column 4) 


Morris Takes Control 
Of Potter Patents 


NEW YORK CITY—Control of 
the ‘Potter patents” relative to the 
maintenance of two different sets of 
temperatures and humidities in 
household refrigerators has _ been 
taken over from T. Irving Potter of 
Buffalo by William T. Morris, presi- 
dent of the American Chain & Cable 
Co., Inc., and associates. 

According to Frederick S. Duncan, 
attorney, these patents will be ‘used 
constructively,” although as yet Mr. 
Morris has not yet made known his 
plans with regard to the patents. 


1,938 Refrigerator Buyers Explain Why 
They Chose One Brand Over Others 


Survey Shows Replacement Market Larger than It Seems 


DETROIT—tTrade-ins of _ electric 
refrigerators handled by _ dealers 
represent only about one-half of the 
actual number of sales involving 
replacement of an existing mechani- 
cal refrigerator, according to 1,938 
replies to a survey covering 6,000 
purchasers of 1940 and 1939 units in 
six U. S. cities, conducted by the 


Ready To 


> 2g 


Roll Down To Rio 


Because it’s summertime in South America when it’s wintertime here, 
mass production of G-E room coolers for markets below the equator 
continues during the “slack” season at the company’s Bloomfield, N. J. 


plant. 


South America is expected to take a substantial proportion of 


G-E’s room cooler production this year. 


Detroit office of This Week magazine. 

Replies to the survey reveal that 
while 456, or 23.7% of those report- 
ing, owned a mechanical refrigerator 
at the time they purchased the new 
one, only 243, or slightly more than 
half, actually traded in the old ma- 
chine on the new model. Instead, 
93 persons sold the unit themselves, 
53 gave it away, and 39 kept it for 
auxiliary use. 

This would indicate that the actual 
replacement market cannot’ be 
gauged accurately solely on the basis 
of the number of units taken in 
trade by dealers; and that the day of 
the “two-refrigerator” family, like 
that of the two-car family, may not 
be as far off as many persons might 
have imagined. 

Other quick facts brought out in 
the survey, which is reported in full 
on pages 4 and 5 of this issue, are: 

Satisfied users are the best ‘‘sales- 
men” any dealer can have; more 
persons said this factor influenced 
their choice of refrigerator than any 
other one reason. 

Convenience features are the sec- 
ond most important factor motivat- 
ing the choice of one particular 
refrigerator over another; better 
mechanical construction was another 
important factor, apparently with 
men buyers, and exterior appearance 
also had _ considerable weight in 
helping buyers make up their minds. 

Influence of price was relatively 
unimportant, despite the heavy em- 
phasis on this factor by both manu- 
facturers and dealers this year, but 
buyers did plenty of shopping around 
before settling on any one particular 
make. 

Best market for replacement 
refrigerator business, as has been the 
case in “first sales,” is -in the 
moderate-income groups. About 65% 
of those reporting in the survey were 
in this general income level, and 
most of the replacement sales (ac- 
cording to a cross-sectional classifica- 
tion of occupations made in connec- 
nection with the study) were made 
to persons in these income brackets. 


Early Efforts Will Aim 
At Holiday Business; 
Fewer Models Shown 


FRENCH LICK SPRINGS, Ind.— 
In advance of usual industry show- 
ings by a full month, Stewart- 
Warner Corp. presented its 1941 line 
of household electric refrigerators to 
400 members of its distributor or- 
ganization and guests at its annual 
refrigerator convention here and in 
Indianapolis, Oct. 16 to 19. 

Hight models are in Stewart- 
Warner’s 1941 refrigerator line—four 
in the Dual-Temp series and four in 
the Standard series. 

Dual-Temp models range in size 
from 6.3 to 8.0 cu. ft. net storage 
capacity, and from 11.5 to 16.5 sq. ft. 
in shelf area. Stand-out feature of 
the series is the ‘Freezing Locker” 
located beneath the standard food 
storage section, and designed for 
home-freezing of foods, storage of 
frozen foods, as well as for chilling 
of desserts and the making of ice 
cubes. 

Normal storage compartment is 
equipped with a Sterilamp, and the 
two deluxe models in the series, 871 
and 671, have a sliding vegetable 
crisper with glass cover, as well as 
a dry storage section in the cabinet 
base. 

Standard series models have the 
conventional type evaporator. Master 
model 611 has a sliding vegetable 
crisper with glass cover, and a slid- 
ing, glass-topped meat chest directly 
under the evaporator. Model 801 in 
this series also has a _ vegetable 
crisper, and this model and the 611 
have a dry storage base compart- 
ment. 

All models in the line are powered 
by hermetically sealed compressors, 
all have exteriors of Dulux, and all 
are equipped with automatic interior 
light. Mineral wool insulation is 
used in all cabinets in the line. 
Dual-Temp models have 16-point cold 
control; standard models a 12-point 
control. 

Presenting the new models in the 
1941 line, Charles R. D’Olive, sales 
manager of Stewart-Warner’s appli- 
ance division, covered major high- 
lights of the present refrigerator 
market, and outlined the production 
and merchandising plans designed to 
maintain the present position Stew- 
art-Warner holds in the industry. 

Change in the sales aspect of the 
electric refrigerator from a strictly 
seasonal appliance to one of year- 
around promotion and sale was em- 
phasized throughout the convention. 
Setting of the convention itself a 
full month ahead of usual industry 
showings was designed to bear out 
the year-around sales appeal of 
refrigeration. 

A check of the company’s Dual- 
Temp sales over the past two years, 
Stewart-Warner officials report, re- 
veals a comparatively constant vol- 
ume throughout all months. Summer 
sales still lead, but extreme peaks 
are no longer evident, they declared. 

Factors outside the household 
refrigerator industry contributed 
largely to this changed sales situa- 
tion, it was emphasized. Chief among 
these is the trend toward frozen 
foods, creating a month-to-month 
household storage problem not sub- 
ject to seasonal limitations. 

Earlier introduction of new refrig- 
erator models, Stewart-Warner men 
believe, will be an important spur to 
Christmas refrigerator merchandis- 
ing. 

Stewart-Warner prices were main- 
tained at normal levels during the 
past year, it was reported, despite the 
general industry price situation. In 
support of this, it was reported that 
81% of all Dual-Temp sales during 
the first six months of 1940 were 
“step-ups” — sales of higher-priced 
models to prospects who first asked 
to be shown refrigerators at lower 
prices. y 

Following presentation of the 1941 


(Concluded on Page 16, Column 1) 
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‘Don’t Burn Yourself Out In First Five Minutes’ Monthly ‘Clean-Up’ 


Housewife’s Warning To Enthusiastic Salesmen 


DALLAS, Tex.—Tips on effective 
methods of selling electrical appli- 
ances are offered to salesmen by 
Dallas housewives in a series “If I 
Were Selling,’ conducted by Dallas 
Power & Light Co. 

One housewife cautioned salesmen 
to soften up on the “high-pressure” 
selling, and to keep enthusiasm with- 
in bounds. Her advice follows: 

“If I were selling electrical appli- 
ances I would make sure I had con- 
trolled enthusiasm for the value of 
each of my products. Many sales- 
people approach their customers with 
an obviously artificial enthusiasm 
which immediately turns the would 
be purchasers against the products 
as well as the salespeople. This 
kind of enthusiasm wears out quickly. 

“Other salespeople who have a 
genuine feeling for the value of their 
merchandise approach their prospects 
with a burst of praise which exhausts 
their store of enthusiasm in the first 
few minutes of the sales talk. 

“A salesman using a fiery begin- 
ning usually runs down before he 
can gain his customers’ interest. 
The result is just as disastrous as 
that produced by a display of artifi- 
cial enthusiasm. 


“I would control my enthusiasm 


when starting the sales talk. I think 
sincerity in the belief that my prod- 
uct fills a real need is the first 
impression I would want to leave 
with my customers. I would try to 
make that impression by asking 
questions to learn the specific needs 
of each customer. After learning 
customer needs, I would begin to 
show my enthusiasm for the particu- 
lar qualities of my merchandise 
which meet those needs. 


“The beautiful part of such a plan 
is that my customers would help me 
build a higher regard for the fine 
points of the appliance in question. 
Working together we could lead up 
to the sale in such a way that 
enthusiasm would be greatest after 
product values had been described. 


“I realize that many salespeople 
would criticize me for getting the 
cart before the horse. They will say 
I should tell them how to get enthu- 
siastic before telling them to curb 
their enthusiasm. My answer is that 
I wouldn’t be a salesperson unless I 
had a great deal of enthusiasm re- 
garding the value of my products. 
The easiest way to acquire it is to 
use the products you sell. Another 
way is to read manufacturers’ liter- 
ature with the eye of a consumer.” 


Moves Used. Boxes 


JACKSON, Miss.-—-Monthly “clean- 
up” of trade-in refrigerators has 
been found the most profitable way 
to dispose of used merchandise by 
Burson’s, Frigidaire dealership here. 

With over 500 new homes being 
built each year in Jackson, Burson’s 
has had less concern with trade-in 
allowances than is common to other 
parts of the country; but 25% of 
sales at present involve a used refrig- 
erator. 

Reconditioning of trade-ins is 
usually limited to the refrigerating 
unit and cabinet interior. Nothing is 
done to the outside of the box except 
for a superficial cleaning; $10 is the 
limit that Burson’s will spend on any 
trade-in. Most popular for re-sale 
are small models of 4, 5, and 6-foot 
capacity, for apartment house and 
“efficiency” owners. Warranties of 
from 30 to 60 days are placed on all; 
average price is between $35 and $40. 

Displayed in a special section of 
the Burson showroom, trade-ins are 
expected to show a profit ranging 
from 10 to 20%. “Slow” models are 
subject to an_ end-of-the-month 
“cleanup,” when all used units on 
hand are listed at markdown prices 
in the classified section. 
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THIS PRICE OPENS THE DOOR TO 
THOUSANDS OF NEW PROSPECTS 


INTEREST IN COMMERCIAL 
AND HOME FROZEN FOOD 
NOW AT NEW PEAK! 


AKE advantage of the new expanding home market. The 
demand is being created daily. The Arctic Trunk is priced 
to make a buyer out of every prospect. 


Don't overlook the other markets—clubs, hotels, delicates- 


sens, restaurants, taverns that have heretofore bought frosted 


HOLDS UP TO 100 LBS OF 
FROSTED FOODS 

FOR CLUBS, TAVERNS, 

HOSPITALS, HOTELS, RETAIL 

STORES, CITY AND RURAL HOMES 


foods daily in small quantities. The prohibitive costs of low 
temperature storage refrigeration has heretofore prevented 
many such users from taking advantage of quantity discounts. 
Everyone is a prospect. 


How is this low list price with a full dealer profit, possible? 
Easy. The Arctic Trunk is sturdily built as described below. 
It maintains temperatures from 15° below to 5° above zero. 
It is economical to operate. It has a trouble-free sealed unit. 


In a word, the answer to its price is the elimination of 
gadgets, (and quantity line production) a design that elim- 
inates high manufacturing and assembly costs. It is just what 
it looks like. A utility product designed to do a job. Its price 
justifies its purchase by anyone who wishes to save money on 
home or commercially frozen foods. 


WRITE FOR PRICES AND FRANCHISE PLAN 


JEWETT 


Dimensions outside, 36” x 3214" x 2214”. Inside, 
25” x 14” x 141%". Net Capacity 3 Cubic Feet. 
Shipping weight 330 Ibs. Freon Refrigerant. Five Year 


Guarantee, Delivered ready to plug in. 


ESTABLISHED 1849 
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REFRIGERATOR CO. 


BUFFALO, N. Y. 
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Who said business men won’t make 
good politicians? Look how these 
members of the Refrigeration Equip- 
ment Manufacturers Association pose 
and strike attitudes as they were 
about to have a group picture taken 
at their recent meeting at French 
Lick, Ind. 

(1) On the top row (reading from 
left to right) Mel Knight of Peerless 
of America looks as though he were 
about to address his constituents. 
Ivan Corcoran of Square D tucks his 
chin into his collar in a Senatorial 
pose, and Otto C. Wilk puts on a 
“Willkie smile.” In the second row 
H. T. McDermott of the R.S.ES. 
prepares to look dignified while Ed 
Graff of Ranco stretches his neck so 
he won’t be left out of the picture. 
On the bottom row we have an “I’m- 
all-set-take-it” smile by John Wyllie, 
Jr. of Temprite, a square-jawed profile 
from Frank Smith of Tecumseh, and 
a straight into the camera “I-mean- 
business” look from Jim Strachan of 
Kerotest. 

(2) Not politicians, but they’ve both 


They Ought To Run For an Office 


been presidents. J. S. Forbes (left) 
of Superior Valve & Fittings Co. is 
the past and E. A. Vallee of Auto- 
matic Products Co. is the present, 
president of Rema. 

(3) In this row J. N. Ott and 
Charlie Gary of Henry Valve Co. whip 
out their best smiles, but Jim Hood 
of Ansul Chemical Co. looks as 
though he were about to subdue a 
heckler. 

(4) A lot of people might easily 
guess them to be precinct captains 
on a Sunday political outing but they 
are really Bill Keefe of Fedders Mfg. 
Co. and Bill Allen of Modern Equip- 
ment Corp. At the far right is Bob 
LeBaron of Virginia Smelting Co. 

(5) Frank Gleason (who is a little 
more than an amateur politician) 
shows the others how to stand out. 

(6) This was business. Frank 
Langsenkamp, president of the Re- 
frigeration Supply Jobbers Associa- 
tion, with Jack Forbes, chairman of 
the Rema jobbers relations committee, 
whose report was covered in the last 
issue of the News. 


Sam’s 


Vv. E. (“Sam”) Vining, 
merchandising manager 
for Proctor Electric Co., 
is the industry’s most 
colorful salesman. This 
is the seventeenth of a 
series of Sam’s famous 
“Selling Slants” mes- 
sages to salesmen. An 
earlier series was pub- | 
lished in the News in 
1937, and later was 
published as a pocket- 
sized book. 


Selling Slants 


RED NIGHT GOWNS 


I went into a store in New York to buy a red night gown 


for—my wife. 


A supercilious clerk, with her nose trying to stick up far enough 
to hide the disgust in her eyes, assured me, “they are not being worn.” 
On the same errand, I went into a similar store in Rochester 
and was assuréd by a woman who I know “wrote the book” that 


a red night gown was in shockingly bad taste. . 
Red pajamas, sure; night gowns pink, 


Then I tried in Detroit. 


She shuddered. 


blue, flesh, white, black—you name it—but red ones—Terrible! 


It got to be a game with me. 


I tried to buy that nighty i 


every city across the continent. I received more advice than Mr. Pink 
has pills. I became America’s best posted man on hot nighties that 
don’t keep the cold out—but I didn’t get my red nighty. 

Then a little old lady in a store in Little Rock hung one #l! 


over me. And How! 


Says she, “I’m sorry I haven’t a red nighty in stock, but I know 
just what you want—just the idea you have in mind. ; 
“You’ve a wife, I bet, who is different, and you want something 


different for her.” 
Did I love it? 


Listen, mister, hooey won’t make the wheels 8° 


around!—but it’s the world’s best-known lubricant. 
Then she went to the back of the store and reappeared carrying 

a sheer thing in her loving arms as if it were her only child 4 

she never wanted to part with it. 
She didn’t say 20 words, but she looked volumes of songs 


Irving Berlin. 


She breathed romance, 


understanding, pride ° 


possession, and a flattering confidence in my sense of appreciation 
She even understood that a fat man interested in confectione! 
lingerie might not necessarily be womanhood’s Public Enemy Numbe 


One. 
And did I buy? 


You guess. 
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Detroit AsrE Hears Story of Mechanical 
Refrigeration vs. [ce For Fruit Storage 


(Concluded from Page 1, Column 1) 
priefly, outlining the membership 
plans of the national society. 

Speaker of the evening was Prof. 
H. A. Cardinell, research associate in 
horticulture at Michigan State Col- 
lege, who discussed results of com- 
parative performance tests of ice and 
mechanical refrigeration used in the 
storage of fruit in reconditioned 
railroad refrigerator cars adapted as 
storage rooms for the farm. 

Prof. Cardinell for some time has 
been conducting experiments in the 
storage of fruit in refrigerator cars 
used on farms. The cars are now be- 
ing used extensively in Michigan as 
storage rooms, some 40 or 50 being 
fitted out since 1938, being purchased 
from railroads at a cost of from 
$150 to $250. 

The storage of fruit in these cars 
is successfully combating the major 


marketing problem of small acreage 


farmers, in that it affords a cheap 
method of storing fruit to prevent 
“dumping,” according to Prof. Cardi- 
nell. 

The comparative tests of ice and 
mechanical refrigeration were con- 
ducted on the same farm, with identi- 
cal refrigerator cars as the “cooling 
laboratories.” The tests ran from 
September, 1939 to April, 1940, with 
day-to-day checks on the refrigerat- 
ing performance in the two cars. 
Charts of temperature and relative 
humidity maintained in the two cars 
were checked, with the final test 
being the marketable condition of the 
fruit at the close of the test. 


Drives For Members 


JOE M. OBERC 


‘lests were run on several varieties 
of apples stored in the cars. Condi- 
tion of the fruit at the start of the 
test was established by use of a 
pressure instrument which recorded 
the amount of pressure required to 
Pierce the surface of the apples. As 
a further check against the ice and 
mechanical methods of refrigeration, 
a test was run in a common cold 
Storage room, having no means of 
refrigeration. 


First Variety 
Sept.20 Dec. Feb. April 


Common Storage 17.7 12.4 10.5 . 
Mechanical ...... 17.7 12.0 11.9 10.7 
i : kcéepinibennie 7.7 23 DG 01.4 


Common Storage 21.3 11.7 11.5 
Mechanical ...... 21.3 13.4 12.4 11.9 
PE sureiaveberen 21.3 18.4 13.8 

*Unmarketable. 

The recorded figures in the tests 
Showed little to choose between the 
mechanical refrigeration and ice sys- 
tems. From month to month the 
mean temperatures and relative hu- 
Midities varied but a point or two. 
However, the room which used cool- 
ing by outside air only showed poor 
temperature and humidity conditions, 
and the fruit had spoiled by the end 
of the test period. 


However, shortly after the middle 
Of the test period the farmer on 
Whose place the tests were being 
made asked for a check on the condi- 
tion of the fruit, and by means of 
the “pressure test” (the amount of 
Pressure needed to push a blunt piece 
of metal a specified distance into the 
’pple) and the “scream” test (by 
red drawing your fingernail across 
the Skin of the apple) it was shown 
posig the fruit in the ice refrigerated 
one pa in a better market condition, 
te th at there was some shrinkage 
rete’ € car refrigerated by mechanical 
oa At the end of the test 
toy however, the tests showed 

to be about on a par. 

Prof. Cardinell admitted, however, 


that the mechanically refrigerated 
car was overloaded, and that the coil 
temperature was probably pretty low, 
so that the dehydration might have 
been caused by too low a coil 
temperature. 

Furthermore, the normal method 
of keeping humidity high in such 
storages is by soaking down the dirt 
floors, and this apparently had not 
been taken care of properly in the 
mechanically refrigerated car. 

In further tests being made on a 
larger scale this year, an effort is 
being made to give consideration to 
these factors, and to get results 
evaluated on a fair basis, Prof. 
Cardinell declared. 

Cost figures on the two types of 
refrigeration were taken on a per 
bushel basis. Total cost of refrigera- 
tion equipment and materials used 
during the period was divided in each 
case by the number of bushels which 


were stored during the period to 
arrive at the per bushel cost of 
storage. 

For the cost of mechanical refrig- 
eration the cost schedule was as 
follows: 


Cost of refrigerator car $ 158.85 

Mechanical refrigeration 
COMIDIREME  occcc cevvcses 1,155.00 

18% on total investment on 
equipment, including taxes, 


insurance, and maintenance..... $207 .96 
10% on building investment...... 15.80 
Power (one cent per kwh.)........ 46.68 
Total cost of storing 2,000 bu... .$270.44 
| | Sere eer .135 


Cost schedule for ice refrigeration 
was as follows: 
Cost of refrigerator car. .$158.85 


Pees, DATO, O8liss cicscecs 83.50 
18% on total investment on 
eee eee $ 15.03 
10% on building investment....... 15.80 
Ice (58 tons at $5 a ton)......... 290.00 
Salt (14% tons at $15 a ton)...... 18.75 
Total cost of storing 2,700 bu...$349.58 
COR Fa ee 6 bicre8h ee cians ane .129 


It is interesting to note the com- 
parative annual operating cost of ice 
and mechanical refrigeration in these 
fruit storages. For mechanical re- 
frigeration it was $46.68; for ice it 
was $348.58. 


Heads Detroit Section 


LOUIS S. MORSE, JR. 
Chairman of Detroit section who 
announced contest for best paper 

on refrigeration subject. 


Markham Directs Airo 
Sales & Advertising 


CHICAGO—C. R. Markham has 
been appointed sales and advertising 
manager of Airo Supply Co., refrig- 
eration parts and supplies jobber, 
succeeding E. W. Scotten. Mr. 
Markham has had charge of the com- 
pany’s advertising during the past 
four years, and originated the “He 
Tried to Do It Himself’ calendar 
cartoon series for which Airo has 
become known throughout the indus- 
try. 

He has been in charge of the 
“Exhibition Review” which Airo has 
published daily during the All-Indus- 
try Shows, and planned this year’s 
Airo picnic, which more than 750 
persons attended. 


Under the new arrangement, J. M. 
Lawyer will act as assistant to Mr. 
Markham, and R. M. Tolley, recently 
appointed office manager, will super- 
vise general office routine and will 
have complete charge of credits and 
collections. 


Only 4% days needed to install a 
skating rink with refrigeration equip- 
ment using “Freon’” refrigerants 
in New Orleans’ Public Auditorium. 


HEN Prieur Leary decided earlier this 

year to stage an ice carnival in the 
New Orleans Public Auditorium, he asked 
Walter Taylor, engineer of the Equitable 
Equipment Company, for advice on the 
rink. Taylor recommended equipment using 
“Freon” refrigerant. 


In 414 days a direct-expansion system em- 
ploying 1160 pounds of “Freon” was in- 
stalled for a rink 61 feet wide by 120 feet 
long. The coils are 29,120 feet of 94’’ copper 
tubing. In just 24 hours two 60-hp Westing- 
house seal-less condensing units in the base- 
ment froze the necessary ice. There are 3” of 
ice, with 134” of this over the coils. Through 
flexibility of control, good skating ice is 
readily maintained without air conditioning. 


KINETIC CHEMICALS, 


ANY SULT bt 


INC., 


This outstanding engineering job shows 
clearly the economy, adaptability and real 
performance of equipment using “Freon.” A 
brine installation would have required costly 
foundations and housing outside the audi- 
torium and long insulated pipes. Lower main- 
tenance cost is expected by avoidance of 
trouble with brine tank, coils, lines and 
pump. There is no leaking brine to deteri- 
orate concrete. The coils are accessible and 
free from corrosion. 


This is another case history, showing why 
“Freon” refrigerants are now used in a ma- 
jority of new commercial refrigeration units, 
and almost exclusively for air conditioning. 
For economical, efficient and safe refrigera- 
tion—specify “Freon.” 


TENTH & MARKET STREETS, 


GUA Fatt 


@ The ice skating rink installed in New Orleans Pub- 
lic Auditorium in less than a week, with the aid of 
“Freon’’* refrigerants. Large photo shows the 29,120 
feet of copper coils required for the rink, which is 
120 feet long and 61 feet wide. 


Be sure to tune in . . . “Cavalcade of America” 
NBC Red Network...every Wednesday evening 


<> 
FREON 


REG. U. S. PAT. OFF. 


rope sepigereat 


*''Freon” is Kinetic’s reg. trade mark for its Auorine refrigeran.s 
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Replacement Market Twice What Trade-Ins Show, 
Survey of 6,000 Refrigerator Buyers Indicates 


Reasons for Choosing One Make Over All Others Told in the stuay, 456, or 23.7%, said 
In Replies To “This Week’ Questionnaire 


DETROIT—Why, in general, do 
purchasers of electric refrigerators 
choose one particular make in prefer- 
ence to another? 

What is the actual extent of the 
replacement market? Do. dealer 
trade-ins give an accurate picture of 
this market? 

What income groups represent the 
most active market for purchases of 
new refrigerators? How do buyers 
of their first electric refrigerator 
compare with purchasers of replace- 
ment units as to general income 
levels ? 

Some rather significant facts re- 
garding these present-day refriger- 
ator merchandising questions are 
brought out in a survey covering 
6,000 recent purchasers of electric 
refrigerators in six U. S. cities, 
made by the Detroit office of This 
Week magazine, publication dis- 
tributed with the Sunday editions of 
metropolitan newspapers. 

The survey, names for which were 
obtained from _ factory _ records, 
covered 5,599 sales made in 1940, 
and 401 in 1939. Cities selected for 
the study were Detroit, Chicago, 
Baltimore, Pittsburgh, Milwaukee, 
and Los Angeles. 

Replies were received from 1,938 
purchasers, or slightly more than 


30% of all persons to whom question- 
naires were sent. Conclusions of the 
survey are based upon these returns. 

In addition to buyers’ occupations, 
the survey also sought data on how 
many of the refrigerators represented 
replacements of previously purchased 
units, whether or not the old refrig- 
erator was traded-in on the new 
model, and what reasons prompted 
the purchase of one particular make 
in preference to others on the market. 

One of the most significant facts 
brought out by the survey was that 
actual trade-ins handled by dealers 
permit no accurate conclusions as to 
the actual extent of the replacement 
market. 

Of the 1,938 purchasers reporting 
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456 Replacements 
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their new models replaced mechanical 
refrigerators purchased previously. 
Only a little more than half of these 
persons, however, traded in their old 
refrigerators on the new models. 
As compared with 243 actual trade- 
ins reported, 93 persons sold their 
old refrigerators themselves, 53 gave 
them away, and 39 kept them, either 
for auxiliary use in the home or for 
use in summer camp or cottage. 

This would indicate that the actual 
replacement market is considerably 
larger than many dealers realize, if 
they base their estimates solely on 
the number of trade-ins they them- 
Selves handle. 


CLASSIFICATION OF 
PURCHASERS 


Importance of the moderate-income 
groups is shown by the accompanying 
classification of purchasers, which 
places approximately 65% of buyers 
reporting in the study in this general 
income level. 

Leading class, with more than 
40% of all buyers reporting, is the 
general skilled and unskilled labor 
group, with a total of 852 purchasers 
represented out of the 1,938 reporting 
in all groups. Second, or what might 
be termed the “white collar workers” 
or clerical labor group, and including 
office and store employes, government 


(Concluded on Page 5, Column 1) 
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OF THE ROSE BOWL CLASSIC 


IS the end of a stirring 


demonstration of human endurance. 


SYNTEX WHITE 
SYNTHETIC ENAMEL 


is a daily demonstration of endurance 
combined with imperishable beauty. 


More than 1,750,000 American housewives have seen 
this daily drama of endurance and beauty in their 
own homes and have learned to know Syntex White 


Enamel as the perfect refrigerator finish. 


In many large manufacturing operations Syntex White 


is the standard finish. In others it is the safe alternate. 


JONES-DABNEY CO. 


Incorporated 
SCIENTIFICALLY CONTROLLED INDUSTRIAL FINISHES 


Factories at: Detroit, Mich.; Louisville, Ky.; Malden, Mass. 
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Why Did You Buy This Make? 
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Users’ Recommendation Is Big Factor 
In Influencing Buyers’ Choice 


(Concluded from Page 4, Column 3) 
workers, barbers, beauticians, and 
the like, has 468 representatives in 
the study, or more than 20%. 

Farther down the line is the busi- 
ness and professional group, with 
354 representatives, while housewives, 
retired persons, those of unclassified 
employment, and jobless made up 
the remainder of the total. Of all 
those reporting in the survey, only 
six persons listed themselves as 
unemployed. 


FACTORY WORKERS 


Largest individual group of pur- 

chasers were factory workers, with 
439, indicating the existence of 
considerable buying power among a 
class of persons generally considered 
to be employed on a day-to-day basis. 
On the other hand, office employes, 
of whom 178 replied to the survey, 
represent a group which has fairly 
steady employment throughout the 
ear. 
F Dealers who are wondering where 
most of their replacement refriger- 
ator business will come from will 
find interesting indications in the 
cross-section comparison of typical 
initial and replacement purchasers, 
by income groups. Here again the 
moderate-income group figures im- 
portantly. 


SIMILAR INCOME GROUPS 


According to the cross-section 
tabulation of these buyers, approxi- 
mately 90% of replacement pur- 
chasers come from the same general 
income groups as do buyers of their 
first refrigerators. The remaining 
10% of replacement buyers, however, 
represent income groups considerably 
higher than are to be found among 
typical first-refrigerator buyers. 

To sales managers, this cross- 
sectional view will serve to emphasize 
one thing: The replacement volume 
market will be found among the 
same general classes which furnished 
the volume market for refrigerator 
sales after the industry hit its stride 
—the moderate-income groups. 


REASONS FOR PURCHASING 
CERTAIN MAKE 


Replies to the section of the survey 
covering reasons for buying one 
particular make of refrigerator in 
preference to others serve to re- 
emphasize the importance of “keeping 
the user satisfied’? as insurance for 
future sales. No less than 6500 
persons reported their purchase 
hinged on recommendations of mem- 
bers of their families, or friends, who 
had previous experience with a re- 
frigerator of that make ... and 
another 184, representing replacement 
purchasers, reported that satisfactory 
experience with an earlier model of 
one particular make had made them 
decide to continue using that make. 


Importance of user recommenda- 
tions, it may be inferred from this, 
extends not only to purchases of 
refrigerators, but to other appliances 
manufactured by a company as well. 
Satisfied owners of _ refrigerators, 
therefore, may be considered to 
Some extent “pre-sold”’ on an electric 
range or laundry equipment of the 
same make. 


REASONS FOR SWITCHING 


Only 16 persons reported switching 
brands on their second purchase 
because of unsatisfactory experience 
or service with their first refrig- 
erator. 


Importance of the dealer or sales- 
man in the final outcome of the sale 
IS indicated by the fact that 190 
buyers reported this as a motivating 
factor in their buying decision. 
Recommendation of testing bureaus 
was given as a buying reason by 
37 persons. 

Reputation of the company behind 
the product was given as a determin- 
ing factor in their purchases by 186 
Persons. Several of these were swung 
over to a certain make of refriger- 
ator through their experience with 
other products manufactured by the 
Same company. Another 175 persons 
Said their purchase of the refrigerator 
Was determined in part by the 
reputation of the product itself. 


SHOP COMPARATIVE MAKES 


Apparently buyers of refrigerators 
. 'S year looked over a good many 
‘nes before their made up their 


minds, for 257 persons reported that , 


they had shopped comparative makes. 
Another 171 persons gave “best buy” 
as one of their reasons for purchas- 
ing one make, which would also 
indicate some shopping around on 
their part. 

Buying the refrigerator is still a 
“family” affair, replies to the survey 
indicated. The word ‘we’ appeared 
repeatedly in reasons advanced for 
purchases, and in several instances it 
was noted that the wife chose the 
refrigerator for appearance and con- 
venience features, while the husband 
was attracted by mechanical con- 
struction and refinements. 


CONVENIENCE FEATURES 


As far as the refrigerator itself 
was concerned, convenience features 
apparently attracted most _pur- 
chasers, for 476 of those replying to 
the survey listed some cabinet interior 
appointment or storage space as 
having been a factor influencing their 
choice. Mechanical construction— 
including motor, quiet operation, 
guarantee, and the like—was listed 
as a determining factor by 394 
purchasers. 

Appearance also was an important 
consideration with 376 buyers, while 
285 persons were influenced by 
economy of operation, either through 
claims of salesmen or reports of 
previous users. 


PRICE NOT IMPORTANT 


Despite the fact that 1940 has been 
generally considered a “price’’ year, 
as far as refrigerator sales were 
concerned, only 99 buyers said that 
this had been a determining factor 
with them. Included in this group 
also were persons who bought one 
make because the dealer offered them 
a better trade-in on their old refrig- 
erator, or who swung over because 
of more convenient payment terms. 
Twenty-seven persons gave as a 
reason the fact that they needed a 
larger refrigerator. 

Although no signatures were re- 
quested on the questionnaire sent out 
in the survey, a surprising number of 
persons not only gave their names 
when making returns, but also 
volunteered their endorsements for 
any use the manufacturers might 
wish to make of them, in advertising 
or promotion. 


BUYERS TELL WHY THEY 
BOUGHT SPECIFIC MAKE 


Some typical replies to the “Why 
I bought this make” question follow: 

“I bought a because I had 
a .... stove, and liked it very 
much, and thought I would like 
a .... refrigerator. We are very 
much pleased with both.” 

“Because of the service I have 
seen that all equipment gave 
to my friends, and also because I 
have a .... electric stove to match. 
I’ve never yet heard of anyone 
complaining about anything that 
WES sisss’ 

“1. Because it could give me the 
value I wanted for every dollar I 
spent purchasing it. 2. My mother 
purchased a .... in 1930, and it is 
still giving her excellent service, 
with only minor bills for overhauling 
in these 10 years. 3. It keeps my 
foods refrigerated correctly, and 
being a nurse, that is the most 
essential requirement that I can 
think of. P.S. My husband likes the 
sealed unit.” 

“Appearance inside and out— 
vegetable bin—sliding shelves—plate 
glass on crisper. It appealed to both 
my wife and myself.” 

“Because it is economical, con- 
venient, neat, noiseless, and it has 
all the convenience in the interior 
and makes the kitchen look inviting.” 

“Because it is a well known make, 
and many of our friends and rela- 
tions have bought the same kind 
and liked it very much.” 

“We have had four other ....5s, 
and all have proved to be most 
satisfactory.” 


“People say that all ...... prod- 
ucts are good, so we _ bought 
THO ccase It has proved very satis- 
factory.” 

“My mother had a for 12 


years, and had no trouble with it. 
That was enough reference for me.” 

“In only one instance did I hear 
of a .... of a friend giving trouble 
and that trouble was_ remedied 
immediately by good service. The 
manufacturer’s name also allowed 
me to buy with assurance.” 


WHO’S WHO WHERE 


McQuay Manager 


Sayre In New Territory 


BUFFALO—William L. Sayre, for- 
mer New York district manager of 
Edison General Electric Appliance 
Co., Inc., has been appointed man- 
ager of the Buffalo, Rochester, and 
Syracuse Hotpoint branches. with 
headquarters here. He _ succeeds 
Charles H. Griffith, who has been 
called to Chicago to become head of 
the kitchen sales division. 


Hollenbeck To Forbes 


CHEYENNE, Wyo.—Russ Hollen- 
beck, associated with B. K. Sweeney 
Co. of Denver for five years as 
manager of its appliance department, 
has joined Forbes Music Co. here as 
manager of the electrical appliance 
department. Harold J. Harper, for- 
merly employed in a Scottsbluff, Neb., 
appliance store, has been named 
manager of the laundry and cleaning 
appliance department. 


New Concerns In Business 


EAST LIVERPOOL, OHIO 


EAST LIVERPOOL, Ohio—Star 
Furniture Co., with headquarters in 
Midland, Pa., has opened an exclusive 
Norge refrigerator and appliance 
dealership at 508 Washington St. 
here. 


SHREVEPORT, LA. 


SHREVEPORT, La.—The Good - 
Housekeeping Shop has been opened 
by A. G. Sobral at 718 Texas St. 
here. The store handles the com- 
plete Norge line of refrigerators and 
major appliances. 


SHEBOYGAN, WIS. 


SHEBOYGAN, Wis.—The Ellinger 
Retail store has added a complete 
line of air conditioning units, stokers, 
oil burners, and heating controls to 
its home building and remodeling 
service. 


Cc. N. RINK 
Heads air conditioning 
division of McQuay, Inc. 
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T CHOICE 


Maximum 
Convenience 


Ice trays by Inland are the first choice for 
original factory equipment by leading 
makers of automatic refrigerators —and for 
replacement sales by dealers, because they 
are the last word in fast-freezing, quick- 
releasing ice cube convenience. 


These two Inland Magic Finish Ice Trays 
make old style trays as unnecessary as weak, 
watery ice cubes. In a flash, these modern 
ice trays by Inland give you a few cubes 
at a time or a brimming bowlful... 
instantly, full-sized and unshattered. 


For superswift, maximum convenience, it 
is the Shucker Tray all the way. And for the 
quick-release feature, at minimum cost, it is 
the Tilt Out Tray on every count. In short, 
for maximum convenience—for minimum 
cost—it’s ice trays by Inland, the choice 
of refrigerator makers, jobbers and dealers. 
For details, prices and discounts, write to 


INLAND MANUFACTURING DIVISION 


GENERAL MOTORS CORPORATION 


DAYTON, OHIO CLARK, NEW JERSEY 
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Remodels For Lockers 


CADOTT, Wis.—Paul J. Brehmer, 
president of Beecher, Cumming, Inc., 
Minneapolis, has leased a_ building 


here which he plans to remodel and 
convert into a 300-locker refrigerated 
cold storage plant. 
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Plays the Angles—Profit Curve Goes Up 


St. Louis Dealer Does ‘Mongrel’ Refrigeration 
Business With A ‘Pedigreed’ Performance 


By James McCallum 


ST. LOUIS—“I’ve learned a lot of 
angles during my 12 years in the 
refrigeration business, and I’ve found 
that the only way to get ahead is 
to play them all.” 


That is the hardboiled, practical 
philosophy of N. Lowther, who owns 
and runs Arrow Refrigeration Co. 
And that is also the explanation for 
the rather mongrel nature of the 
company’s activities. 


Primarily, perhaps (it’s really hard 
to say just what is the biggest or 
most dominant part of the business), 
a service firm, the company also 
deals in new and used commercial 
refrigeration equipment, handles the 
larger, engineered type of commer- 
cial installations, sells both new and 
used household units on occasion, 
and—well, does just about anything 
else in the refrigeration line you 
want to name. 


Here are a few concrete examples 
of the sort of business handled 
through this diversified set-up. Mr. 
Lowther sells new Curtis commercial 
equipment. He does service work 
for a number of dealers and also has 
the maintenance and service contract 
for all equipment used in the stores 
of General Grocery Co., a large retail 
chain. Through his dealer connec- 
tions he will get a prospective cus- 
tomer any type of household refrig- 
erator he desires—even to a Coldspot 
if necessary. He recently completed 
two big dairy jobs which amounted 
to about $12,000 worth of business. 


Despite this seeming hodgepodge 
of activities, there is nothing hap- 
hazard about Mr. Lowther’s record 
keeping. He believes in keeping 
thorough and accurate records of all 
transactions, both as a means of 
determining profit and loss figures 
and as a basis for the promotion of 
repeat business. 

In fact, Mr. Lowther asserts that 
“pocket bookkeeping”—which he de- 
scribes as “the process of taking 
money out of one pocket and putting 
it into the other without ever know- 
ing how much is in either’’—is one 


of the chief factors handicapping 
menensnenemeneeeseecsaes ~® 


| when the head pressure of a refrigerating machine 


seems to be too-high the service engineer pumps the system down 
and purges by cracking the purge valve open. He hopes that the 
air and other non-condensable gases are concentrated near the purge 
connection. He tries to allow all of these non-condensables to escape 
without the loss of too much refrigerant. 

With the “Little Giant” Purger the chance conditions—the seems—the 
pumps down—the hopes—the tries—and the too muches—in fact, all 
the doubts—are eliminated. He knows definitely whether or not the 
system needs purging. If purging is needed it can be accomplished 
without interruption of the plant operation. He knows that non- 
condensable gases are concentrated at the purger. He can positively 
expel them without an appreciable loss of refrigerant. 


~ Advantages of Purging 
With The “Little Giant” 


Positive indication when purging is necessary 


—the sight glass gives visible evidence of non- 
condensable gases in system. 


The air in the system is completely separated 


from the refrigerant before the purge valve is 


opened. 


All operating valves easily accessible. Not nec- 
essary to check pressures or temperatures. No 


need to shut down the system. 


Power savings, due to a reduction in head pres- 
sure will pay for the “Little Giant’ many times 


Fully manually operated, there is no possibility 
of a slow leak developing which would cause a 
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loss of refrigerant before cause is discovered. 


r) 

\Purger is mounted on a solid oak panel 
and can be conveniently fastened to the wall 
or to other suitable locations. Write us for full particulars and 


instructions for installation and operation. Order through your jobber. 


MUELLER BRASS CO. 


MICHIGAN 


many commercial refrigeration opera- 
tions today. 

“In this business like in any other,” 
he warns, “you’ve got to watch 
closely the relationship between costs 
and profit, or else wake up some 
morning to find yourself broke and 
out of business. 

“Especially in service work is the 
record keeping important,” Mr. Low- 
ther points out, “for once a complete 
record on any particular machine is 
available, both time and money can 
be saved on repeat calls by merely 
referring to the reports of previous 
work on this same unit. 

“The information gleaned from the 
record cards makes it possible in 
most cases to deduce the cause of 
trouble on the current call and to 
go out to the job properly prepared.” 

Another interesting angle of Mr. 
Lowther’s business is that he makes 
a policy of selling merchandise on 
a time payment basis to WPA 
workers and others who for one 
reason or another can’t get credit 
anywhere else. 

Inasmuch as he handles his own 
paper he is able to do this, and he 
has found it a very profitable source 
of business. 

“There are lots of people,” he 
reasons, “who, although not funda- 
mentally dishonest, have been forced 
by circumstances at one time or 
another to default on credit pay- 
ments and thus to be blacklisted by 
most credit agencies. 

“By selling these people, I man- 
age to get business that other dealers 
can’t or won’t touch, and I’ve found 
that it usually pays out. 

“Besides, if it doesn’t,” he explains, 
“I can always repossess the mer- 
chandise and resell it for more than 
what I have lost on the original 
contract. And even if I have to sell 
the unit three or four times, I can 
jack the price up enough each time 
to more than cover my costs and 
come out with a neat profit.” 


Ohio Dealer Expands and 
Plans Commercial Line 


EAST LIVERPOOL, Ohio—A. L. 
McLain has taken over the Bowman 
Shop, giving him two stores on West 
Fourth St., handling G-E refriger- 
ators and appliances, Stewart-Warner 
radios, and ABC and Everhot laundry 
equipment. He plans to add com- 
mercial refrigeration and air condi- 
tioning equipment next spring. 


© 


HEIGHT-16% IN. 
WIDTH -16 IN. 
LENGTH-10%% IN. 


THE COMPLETE 
PORTABLE HUMIDIFIER 


WASHES - FILTERS 
tte 


AND CIRCULATES 


st : 


Value Priced for the Popular Market 
A Winter Profit-Maker 


Burning noses, flamirg throats, need 
the relief of humidified air. Sanidaire 
evaporates 4 to 8 gallons in 24 hours and 
healthful, pleasant, humidified air, fil- 
tered free of dust and dirt, gently circu- 
lates without draft. Plugs into elec- 
trical outlet. 17 years of fine engineer- 
ing developed this superior humidifier 
with many exclusive features. Sanidaire 
is the biggest value on the market. 
WRITE FOR COMPLETE DETAILS 


United States Air Conditioning Corp. 
Northwestern Terminal 
Minneapolis, Minnesota ACRN 


Send complete details and prices on Sanidaire —- 
the complete Portable Humidifier. 
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Showing Them His Commercial Line 


Mpc cin nual aie 


In the new store of M. E. O’Bannon, Oklahoma City commercial dealer, 


plenty of provision has been made for “visual selling” with large windows. 
ss # 


M. E. O'Bannon Has Varied Commercial Line 
And Believes In ‘Showing It Off’ For Sales 


TULSA, Okla.—M. E. O’Bannon 
Co., Oklahoma distributor for Koch 
commercial refrigerators, Schaefer 
ice cream and frosted foods cabinets, 
Mills store coolers and compressors, 
and other market equipment, has 
recently moved into a business home 
of its own at 222 E. First St. 

The property, which was remodeled 
to suit the needs of the O’Bannon 
organization, has an 80-foot frontage 
on First St., with ample sales, dis- 
play, and office space. 

In addition to handling a complete 
line of both new and used commercial 
and market fixture equipment, O’Ban- 


non has recently branched out into 
the locker plant construction field, 
for both commercial and household 
uses. 

One of the company’s recent com- 
mercial locker installations was in 
the South Utica store of the Fikes 
Food Stores, for the service of pa- 
trons of the establishment. 

Another locker installation was in 
the home of H. P. Warfield here, and 
comprised a sharp freeze and storage 
system providing for the freezing at 
—25° F. of game and produce from 
the owner’s farm and its storage for 
home consumption. 


G-E Issues Sales Manual 
On Automatic Heating 


NEW YORK CITY—To speed the 
effectiveness of both new and experi- 
enced salesmen of automatic heating 
equipment, General Electric has just 
released a new sales presentation 
manual. The new book was an- 
nounced to G-E distributors at the 
Waldorf-Astoria hotel here recently. 

The manual contains over 100 
pages printed in two and four colors, 
bound into a zipper case, and is 
arranged in a manner that permits 
the salesman to tell any one of three 
distinct product’ stories—on _ the 
boiler-burner unit, the winter air 
conditioner, or the conversion oil 
burner. 

While complete in _ itself, the 
booklet may be used by the experi- 
enced salesman as the basis for a 
personalized story. 

Description of the product is forti- 
fied with a series of die-cut pages 
which show progressive stages in the 
oil-burning mechanism until a full- 
page, four-color cross section of the 
unit is revealed. At this point the 
salesman makes his first try for the 
order. 

Other closing points are _ built 
around the questions, “Who Makes 
It?” “Who Sells It?” and “What 
Will It Do For Me?” The final bid 
for the order is based on testimonials, 
photographs, and the G-E warranty. 


Refrigerated Candy Case 
Booms ‘Sweet’ Sales 


LINCOLN, Neb.—Use of a refrig- 
erated candy case in the Bradfield 
Pharmacy here has increased sales of 
chocolate bars, bon bons, and other 
perishable candies by 20% during the 
past year, estimates Don Mattison, 
owner of the establishment. 


Refrigeration is not strictly essen- 
tial for the candies, since the drug 
store itself is air conditioned, but the 
psychological effect of such a display 
on customers has been a big factor 
in increasing candy sales, Mr. Matti- 
son believes. 


The coil in the case is exposed, 
and is in itself an excellent display 
rack, Mr. Mattison said. During the 
summer months, when chocolate 
sales normally drop, the store lined 
the coil with candy bars so that cus- 
tomers couldn’t help seeing them. 
Result was that sales nearly doubled 
during the months of June, July, 
and August. 


Savage Arms Cabinets 
To Have Sealed Units 


UTICA, N. Y.—New models in the 
“Thrift” line of cabinets being made 
by the ice cream cabinet division of 
Savage Arms Corp. are being equip- 
ped with G-E “service-sealed” com- 
pressors, it has been announced. The 
G-E units are similar to those now 
used in G-E water coolers. 

Freedom from common service 
complaints, more silent operation, 
and better performance over a period 
of years were the principal reasons 
behind the adoption of the unit in the 
ice cream cabinet line, the company 
reports. The G-E unit has only one 
rotating part, and eliminates shaft 
seals, pulleys, and belts. 

Working parts of the compressor 
are easily accessible for field servic- 
ing, it is said, yet the unit itself has 
the efficiency and operating relia- 
bility of a completely sealed job. 

Ice cream cabinets embodying the 
“service-sealed” compressor unit 
were shown in the Savage Arms 
booth at the Dairy Industries Exposi- 
tion in Atlantic City. 


Now It’s ‘Hot’ Ice Cream 


CHICAGO—“Hot” ice cream for 
sodas and as a topping for cakes, 
pies, fruits, and the like is being 
featured by the Triangle Restaurant, 
at 57 W. Randolph St. here, follow- 
ing the installation of a Tuthill 
Freezette 1-gallon portable counter- 
freezer unit. 


® 


More than 20 years of high rep- 
utability...in every kind of refrig- 
eration service... has established 
the name “Lipman” as a BUY 
word that breaks down sales 
resistance. Make this reputation 
your sales asset... for greater 
profit and better cus- 
tomer satisfaction. # 
GENERAL mentor Nore 
Yates-American Mac Co. 
Dept. AC-1 Beloit, Wisconsin 
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How One Manufacturer ‘Sells’ 


His Wholesalers To the Trade 
Thomas & Betts ‘Tells the World’ Why a Jobber 


Exists, and How He Saves Customers Money 


By Phil 


FRENCH LICK, Ind.—‘‘The whole- 
saler can put the goods in the hands 
of the manufacturer’s customers at 
the lowest cost and with greater 
service than any other agency.” 

So stated N. J. MacDonald, vice 
president, The Thomas & Betts Co. 
of Elizabeth, N. J., a manufacturing 
firm which distributes some _ thou- 
sands of items to electrical contrac- 
tors and dealers. 

Based on the above findings, which 
Mr. MacDonald said his company 
had determined after a _ thorough 
study of distribution methods, The 
Thomas & Betts Co. two years ago 
started out on what it termed “The 
T & B Plan” of selling through 
wholesalers only and—what is the 
more important point—of backing up 
that plan by ‘selling’ the whole- 
saler’s function to the trade. 

“We have competitors of all types,” 
said Mr. MacDonald. “Some sell 
like we do—through jobbers and with 
a one-price policy. Others sell direct 
to large customers, and some sell 
on a consigned merchandise basis. 

“But our company sells exclusively 
through wholesalers. No customer 
is big enough to buy direct. We 
publish a price schedule, and there 
are no special dealers or credit exten- 
sions or such dodges as ledger bal- 
ances and advertising allowances. 

“We realize that the wholesaler 
has been criticized as a price cutter, 
as a merchandiser who won’t sell, 
whose credit is bad, and who buys at 
will from competitors. We're in- 
clined to think that while this may 
be true in some individual cases, it 
is in no way true on the whole. We 
think most wholesalers perform their 
economic function in an _ efficient 
manner. 


WHY JOBBER LOSES GROUND 


“But—we did find business getting 
away from the wholesaler for the 
following reasons: 

“(1) Price. 

“(2) Inadequate stocks. 

“(3) Lack of knowledge of the 
product. 

“(4) Lack of knowledge of the 
economic functions which the whole- 
saler does perform. 

“In this last named, the wholesaler 
is woefully weak. He can’t get over 
to his customers what he does for 
them.” 

If the wholesaler’s functions could 
be sold to the trade, Mr. MacDonald 
reasoned, the biggest part of the job 
of getting the jobber on a sound 
basis would be done—even to over- 
coming price objections. 

“What can the wholesaler do to 
help himself?” Mr. MacDonald 
queried. “First, to beat direct price 
competition, he must teach his sales- 
men how to ‘sell’ the wholesaler’s 
functions—he must drill into them 
that someone must perform these 
functions, and that the wholesaler 
can do it more economically than any 
other agency. 

“Secondly, the wholesaler must 
have a proper stock. He must study 
his customers’ needs, and get the 
manufacturer’s help on obsolescence 
Problems, and return merchandise. 


ESSENCE OF THE PLAN 


“Now, what can the manufacturer 
do to help the jobber? 

“We decided that we should adver- 
tise to the users of electrical sup- 
Plies, the importance of buying 
through the wholesaler. 


“We used advertising in the trade 
Periodicals as the main factor in 
this campaign. In making the an- 
houncement we used a full-page 
advertisement in a very dignified 
Setting to make the following simple 
Statement: 


Fi ‘Forty years of experience have 
Convinced us that Wholesale Distribu- 
tion reduces the Manufacturer’s sell- 
om cost and thereby reduces the 

> price of electrical supply 
material to the user. Therefore, our 
Policy has been to distribute our 


Products through the Electrical 
Olesaler, 

~ ‘We have now evolved a Plan, 
€ objective of which is to 


Strengthen the T & B Distributor’s 
ition with the users of electrical 


B. Redeker 


construction material, because any- 
thing we can do to help him, helps us. 

“*To accomplish the objective of 
this Plan, we intend to advertise to 
the User the value of the many 
services performed by the T & B 
Distributor. Through Trade Papers 
and other media, we intend to broad- 
cast our policies and demonstrate 
the underlying economic reasons for 
those policies.’ ” 


WHAT THE ADS SAID 


The advertising carried no word 
about the manufacturer’s products. 
Another type of trade paper adver- 
tisement, directed to the contractor, 
stated: 


“‘WHY SHOP AROUND? 


“*You would hardly buy a suit of 
clothes by going to one store for the 


trousers ... to a second store for 
the vest ... and to a third for the 
coat. But by buying the entire suit 


from one reliable store you know 
you can get what you want. 


““Then why shop around for your 
electrical supplies? The T & B Dis- 
tributor has everything you need, 
and he delivers the right material at 
the right time, in the right quantities, 
right on the job. 

““‘T & B products are sold only 
through T & B Distributor facilities. 
Make use of the “T & B Plan”... 
you will eliminate time-taking expen- 
sive “shopping around” and avoid 
the hazards created by inferior elec- 
trical supplies. But most important 
... you will always know where you 
can get what you want when you 
need it.’” 

This was but one advertisement in 
a whole series directed to the con- 
tractors. Each advertisement had a 
cartooned character, a young work- 
man in overalls with hair mussed up 
(somewhat reminiscent of Wendell 
Willkie), and a statement in the 
corner of each advertisement point- 
ing out that “The T & B Distributor 
Saves You Money By: 

“Reducing estimating costs. 

“Functioning as Purchasing Agent. 

“Delivering on schedule. 

“Meeting emergency demands. 

“Saving handling costs. 

“Supplying quality products.” 

Another one of these advertise- 
ments stressed the “local angle,” 
stating: 

“As a booster, the importance of 
your T & B Distributor cannot be 
overlooked. He serves the same 
community that you serve. He is 
interested in local civic problems, 
and is a factor in the growth and 
development of the municipality.” 


ON LABELS, LETTERHEADS 


This advertising theme was carried 
over into T & B letterheads, sample 
tags, unit carton seals, parcel post 
labels—thousands of these sent out 
each month to tell the world about 
the wholesaler of electrical supplies. 

Using the major theme of “The 
Distributor Serves and Saves” on all 
this type of promotion, the following 
copy was included on one small tag. 


“THE T & B DISTRIBUTOR 
DOES MANY JOBS TO SAVE THE 
USER MANY DOLLARS.” 

He simplifies purchasing for all users. 
There are fewer orders to write 
Fewer incoming shipments. to 

handle 

Fewer invoices to check 

Catalogs and prices are up to date. 
He reduces the “Hidden Costs” 


He eliminates depreciation and 
obsolescence 

He eliminates investments. in 
stocks 


He eliminates insurance and taxes 
He saves on freight and cartage. 
He saves money on new work 
Reduces estimating costs 
Functions as purchasing agent 
Delivers on schedule 
Meets emergency demands 
Eliminates handling costs. 
He reduces the manufacturer’s cost 
of distribution 
He eliminates many costly ware- 
house stocks 
He provides economical sales 
coverage 
He simplifies handling orders and 
inquiries 


He reduces accounting and collec- 
tion costs 

He reduces packing and shipping 
costs 

His stock orders simplify produc- 
tion. 

In addition, envelope stuffers were 
prepared which cleverly combined 
advertising and description of T & B 
items with a message about the 
distributor—these envelope stuffers 
to be put in packages and corre- 
spondence sent out by the distributor. 

On the stationery used by the 
T & B company to answer letters of 
inquiries from customers there is a 
message referring the customer to 
the distributor, and telling him why 
this is done. 


‘AUTHORIZED JOBBER’ 


A special decalcomania was pre- 
pared for the windows of “author- 
ized” T & B jobbers, and such 
jobbers also received a wall hanger 
which tells “What the T & B Dis- 
tributor Does For You.” 

“This program has proved itself, 
and has helped to sell the whole- 
saler’s function to the trade, but it 
wasn’t bolstering the knowledge of 
the wholesaler’s salesman—an im- 
portant factor,’ declared Mr. Mac- 
Donald. 

“Wholesalers’ salesmen are afraid 
to learn,” Mr. MacDonald asserted. 
“They won’t even carry samples of 
the products, or answer questions, 
because they are afraid someone will 
make a sap out of them. 

“So we decided to educate the 
wholesaler’s salesman by means of a 
little magazine directed directly to 
him. We wrote to our distributors 
asking them for the names of men 
who might profit by receiving such 
a magazine and got a _ wonderful 
response—which we couldn’t have got 


> 


Advertising the Jobber’s Place In the Trade 


One of the series of 
advertisements di- 
rected to the electrical 
contractor in the T & 
B plan to promote the 
wholesaler. Says the 
ad in part: 


“Under the T & B 
plan every distributor 
gets the same deal... 
from the top of the 
deck. A published dis- 


@ Under the T&B PLAN there can be no doubledealing. The 
T&B PLAN has to do with the operating policies for the conduct 
of a manufacturing business. 


A sertes of adverticements de- 
signed under the T&B Plan to 
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sind of quay prods rum cnt tthe User. he adamaseitaieme dein over many lines. He 
mine ess. work, : i 
wit. Delivering on schedule. brings together under 


Meeting emergency demands. 
Saving hendling costs. 
Supplying quality products. 


Forty ears experience have convinced T&B that a 100% — 
Distributor—One-Price-Plan is the one method of doing busi- 
ness thot will bring the thousands of items that T&B manufec- 
ture into the hands of the User at lowest cost to the User. 


@Orm THOMAS & BETTS CO,, Inc. 
MAIN OFFICE ond FACTORY ELIZABETH, N. J., U.S. ". 


one roof, thousands of 
quality’ products at a 
minimum cost to the 
user. He eliminates 
guess work, time-wast- 
ing, shopping-around, 
and the hazards of 
inferior merchandise.” 


SALES OFFIC 
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structed to follow up on this plan— 
to make calls with wholesaler sales- 
men, to do sampling, and to work 
out special promotions. 

“We also have developed a separate 
bulletin for the distributor’s sales 
manager—to give him ideas for a 
sales meeting. A good example is 
a bulletin which describes the ‘high 
cost of small orders.’ ”’ 


if we hadn’t first obtained their 
confidence through the program 
which we set up to help them. 
“This little publication cartoons 
‘bulls’ that might be made by sales- 
men—both on sales tactics in general, 
and on T & B products in particular. 
He has a quiz section, and some 
jokes. It is friendly, personalized. 
“Our field men have been in- 


— 


Penn Solenoids are Durable... 


Accessible... Waterproof... Quiet 


Field Experience Has Proved 
Value of Many Exclusive 
Design Features 


After many years of research and 
development work, Penn Electric 
Switch Co. introduced its line of sole- 
noid valves for all high pressure and 
suction line refrigeration applications. 
Since that time, thousands of these 
valves in actual service have demon- 
strated the soundness of Penn’s ex- 
clusive design and construction fea- 
tures. Some of these are illustrated in 
the cross-section views below, includ- 
ing such features as dense cold-forged 
bronze seat, polished non-magnetic 
stainless steel needle, floating impact 
type stainless steel plunger (elimi- 
nates kick-off spring), first ‘‘tested- 
under-water”’ coils, Reena published 
maximum pressure ratings, dense 
brass body, deep-drawn annealed 
steel cover, complete accessibility 
without removing the valve from the 
refrigerant line, and many others. 


Cross-section view at 
left shows principal con- 
struction and design fea- 


@ Penn Solenoid Refrigerant 
Valves are available in sizes from 
3" orifice to 34” orifice, to handle 
a wide range of liquid and suction 
line applications. Valves in all sizes 
are regularly supplied with I.P.T. 
tappings, but are available on spe- 
cial order with sweat fittings. 
Valves to 1%” orifice also available 
with male S.A.E. connectors on 
order. 144” BX bushing is provided 
in the valve body on smaller sizes 
and in the valve cover on 4” and 
34” sizes. In the 222 Series valves 
(14" or 34” I.P.T. size), a manual 
opening screw is available on order 
for installations requiring this fea- 
ture. Manual opening screw is 
sealed and protected from damage 
and tampering by a heavy brass 
cap nut. Valves in the 222 Series 
are pilot operated and are rated for 


More information on what Penn Controls will 
do for you — One of a Series. 


tures of 222 Series pilot 
operated solenoid valves. 


pressures to 200 pounds. uo 

Smaller sizes (220 and 221 

Series) are direct acting ° 
Cross-section view be- 


and will give positive op- 
eration up to pressures as 
published in Bulletin 
R-10-B. 

All sizes are available 
for all commercial volt- 
ages and frequencies and 
with dual voltage coils 
(110-220 V.). Coils are 
accessible for easy changing or replacement. 


Write for FREE Catalog Bulletin 


Catalog Bulletin R-10-B contains complete informa- 
tion on Penn 220, 221 and 222 Series Solenoid Valves. 
Write for FREE copy or contact your nearest Penn 
branch, representative or distributor. Penn Electric 
Switch Co., Goshen, Indiana. In Canada:-Power- 
lite Devices, Ltd., Penn Electric Switch Division, 
Toronto, Ont. Export: 100 Varick St., New York 
City. Branches, representatives and distributors in 
all principal cities. 


low shows design and con- 
struction features of 220 
and 221 Series direct act- 
ing solenoid valves. 
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Replacements 
vs. Trade-Ins 


RELIMINARY surveys show 

that the figure for replacements 
of old household electric refriger- 
ators by new ones during 1940 
may be as low as 14%. This is a 
substantial reduction from the 
figure of 19% which, interestingly 
enough, was true for both 1938 
and 1939. 


There are a number of reasons 
for this reduction. In the first 
place, and probably most impor- 
tant, the sensationally lower price 
schedules on electric refrigerators 
this year resulted in the opening 
up of new markets among low- 
income-bracket families. These 
people purchased refrigerators for 
the first time. 


Lower Prices Make It Possible 
To Give Away Old Refrigerator 


Still another factor is the 
evidence that a large number of 
families which purchased an elec- 
tric refrigerator for the second 
time did not trade in their old 
refrigerator. They took it out to 
their summer cottage, or they gave 
it to Grandma, to comfort her in 
her declining years. 


The demand for used refriger- 
ators is still said to exceed the 
supply in many cities. 


Inasmuch as the only source of 
figures for estimating replacements 
that is available to industry 
statisticians is a compilation of 
reports on traded-in refrigerators, 
it thus appears that the 1940 
statistics on “replacements” will 
not tell the whole story. The 
replacement market is_ steadily 
growing. 


How To Figure Market 
For Replacement Boxes 


As a matter of fact, the replace- 
ment market should be figured as 
a percentage of refrigerators sold 
eight to ten years ago, rather than 
as a percentage of sales in the 
current year. 


And when we look at the 
sharply rising household electric 
refrigerator sales curve from 1930 
onward, we can well believe that 
replacement sales will constitute a 
mightier and mightier item in the 


next few years. 
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Machine Tools 


ELEASE of embargoed ma- 

chine tools to Russia by the 
present Administration appears to 
be one of the most short-sighted 
acts of recent history (and “recent 
history” has been an unbelievable 
succession of short-sighted acts). 
Aside from the fact that Russia 
is a potential enemy, machine 
tools are most desperately needed 
today by American industry. 


Many manufacturers of refrig- 
eration and air conditioning equip- 
ment are today trying to get ready 
to turn out munitions. Frigidaire, 
for example, is going to make 
complete machine guns. Fedders 
is to make bullet clips, Copeland 
is turning out naval orders, and 
so on. There’s no lack of 
patriotism here, no “strike” of 
profit-minded capitalists. On the 
contrary, the manufacturers that 
we know are more than anxious 
to do their bit for defense. 


Machine Tools Can't Be 
Bought Off Shelf 


But machine tools can’t be 
bought off the shelf. They must 
be fashioned, slowly and painstak- 
ingly. Not only is there a sudden 
need for enormous’ quantities 
of these machines-that-make-ma- 
chines, but there’s a deplorable 
shortage of the skilled labor that 
makes machine tools. 


Partly because of the _ short- 
sighted (there’s that word again) 
policy of the C.I.O. which prevents 
the training of apprentices, and 
partly because of the Great 
Depression, new machine tool 
makers have not been taught this 
exacting trade. And so it is that 
the machine tool business today 
is one business which doesn’t 
require any salesmanship—aside 
from the brand of salesmanship 
required to tell a man who placed 
a big order last month that he 
won’t be able to get delivery until 
1942. 


In addition to the tremendous 
need of machine tools for defense 
industries, there are scores of 
normal peace-time industries which 
sorely need new machines to 
replace obsolete and worn-out 
equipment. During the depression 
industry as a whole failed to 
rehabilitate its manufacturing 
facilities. Tax increases and labor 
difficulties further prevented need- 
ed replacements. And today many 
factories need new machines as 
badly as Britain needs airplanes 
and pilots. 


Our Industry Is Fortunately 
In Excellent Position 


One bright spot appears in all 
this gloomy circumspection: the 
refrigeration and air conditioning 
industry is in a signally fortunate 
position with regard to machine 
tools. Being a relatively new 
industry, having prospered during 
the depression, and strongly com- 
petitive, this industry is possibly 
the best-equipped single manufac- 
turing sector in the world today. 


Factories which make refrigera- 
tion and air conditioning equip- 
ment appear to be adequately 
tooled to turn out their normal 
production “for the duration.” 


These factories also take com- 
fort in this fact: Inability to 
obtain machine tools should com- 
pletely discourage new competition 
from entering an already crowded 
field. 


They'll Do It Every Time . . . 


WHAT DYA THINK 


THIS 187A CHARITY 
INSTITUTION ? L CAN'T 
WASTE TIME WITH 
PEOPLE THAT DON’T 
PAY THEIR. BILLS‘ Ve 


AROUND. THAT BIG 
GUY IS HERE TRYIN’ 
TO COLLECT FOR A 

Sult HE BOUGHT 


LZ IEEE 
Hi WAITILL HE TURNS —“<//// 
Yy 


TWO MEARS AGO. 
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By Jimmy Hatlo 
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ABOUT PEOPLE WHO 

DON’T PAY THEI 

BILLS. HE OWES EVERY- Y//// 
BODY IN TOWN. y 


I HOPE HE ATTACHES HIS ¢7/, 
SALARY. THAT LUG KILLS 
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SALES I MAKE 


AAz 
oe 3 
7 _% — 
L, (AA 
oe “A 4 x —- _ — 

ZZ, =| E = “THE SALES DEPART- 
ig m4? AAS =|? LILIA) = MENT GETS A LaucH 
— ee Z =—5 3 FOR ITSELF 
a — = 22% ag =< 7 £ 
ae f z sal 4 THANX TO JOSEPH SULLIVAN 

sien = ~ gs = DORCHESTER, MASS. 


SETTLE UP OR TLL‘. 
BRING THE SHERIFF 
MANAGER || << OWN THERE AND 
SLAP A PADLOCK y 
ON NOUR. DOOR! 
4 


AS 


oy N 


Uj NU 


— Copr 1940, King Features Syndicate, Inc., World nghts reserved 


LETTERS 


‘Don't Forget To Crank 
Up the Refrigerator 
Before You Come To Bed’ 


The Indicator 
239 Centre St. 
New York, N. Y. 


Dear Mr. Taubeneck: 


I am writing you through the 
courtesy of Mr. Fox, manager of the 
Refrigeration Division of R. H. Macy 
& Co. 

A few years ago a refrigerator was 
developed which instead of utilizing 
electricity, gas, oil, or other fuel, uses 
a spring mechanism for its power. 


The device is said to run 24 hours 
after being wound up once a day in 
a manner similar to a phonograph. 


The device does not use the ordi- 
nary refrigerants, as I understand it, 
not having seen the model, but sub- 
jects water to a _ partial vacuum 
thereby creating the lowering of 
temperature. It is perhaps applicable 
to other refrigerants. 


The spring mechanism for a 4-cu. ft. 
box is said to weigh about 130 lbs. 


The patent has been granted to 
the inventor (Indrieri) on refrigera- 
tion by the aid of a spring mechanism. 


I have several friends who may 
wish to get interested in the matter, 
and their first question brought up 
the possibility of some inherent weak- 
ness having prevented its exploitation 
heretofore. 


As “Editor to Editor,” I shall be 
very grateful for any comment you 
may have as to this proposition which 
Mr. Fox thought, had probably come 
to your attention. Any comment 
which you may wish to make confi- 
dentially will be kept so. 


FREDERICK W. ZONS, 
Editor and Manager 


Answer: Men in the refrigeration 
industry with whom we have dis- 
cussed the spring-powered refriger- 
ator don’t think much of it. They 
point out: 

(1) Next to pride-of-possession, the 
sales point which has moved more 
people to buy electric refrigerators 
than anything else is convenience. 
They want something automatic, 
which requires no attention whatso- 
ever on their part. In this connection, 
note that practically no spring-wound 
phonographs (except some portables) 
are sold today, and note the rise of 
electric clocks. 

(2) If the spring mechanism for a 
4-cu. ft. box weighs 130 pounds, 
shipping rates for the refrigerator 
would be excessive. 

(3) Operating costs of modern elec- 
tric refrigerators are so infinitesimal 
that you’d have a hard time interest- 
ing anybody in a spring-wound job 
outside of people who live beyond the 
reach of electricity. And in that 
limited market, you’d have the ag- 
gressive competition of absorption- 
type refrigerators operated by kero- 
sene or bottled-gas burners. 

(4) The household refrigerator in- 
dustry is a blue-chip business. It 
would take an enormous amount of 
capital—plus exceptional brains plus 
experience—to gain a foothold in it 
today. 


India Executive 
Interested In Device 


North Western Railway 
Headquarters Office 
Lahore, India 
July 15, 1940 
Editor: 

With reference to the article ap- 
pearing on page 23 of your Arr CoNDI- 
TIONING & REFRIGERATION News dated 
July 14, 1937, I shall be glad if you 
will please ask the inventor of “Ther- 
humiter,” (the device for measure- 
ment of effective temperatures com- 
bining the effects of air temperature, 
relative humidity, and air movement) 
to send me full technical particulars 
and prices for this device. 

General Manager 


Answer: We have forwarded a copy 
of your letter relative to “Therhu- 
miter” to its inventor, John R. 
Parsons, 151 E. 19th St., New York, 
N. €: 


Australia’s Leading 
Refrigeration Mfr. 
Sends Tribute 


Electricity Meter & Allied Industries, 
Ltd. 


Joynton Ave., Waterloo 
Sydney, Australia 
July 23, 1940 
Dear Mr. Taubeneck: 


I was very sorry to learn of the 
death of Mr. F. M. Cockrell. 


Through REFRIGERATION News _ he 
came to be well known and to be 
held in very high regard in this 
country, so that we feel that his 
death has meant the passing of an 
old friend. 


Please convey to Mrs. Cockrell my 
sincere sympathy, and accept my best 
wishes for the continued success of 
your paper. 

J. E. Carro.., 
Managing Director 


‘The Good It Does 
The Industry’ 


Lee-Shell Corp. 
1141 West Madison St. 
Chicago, IIl. 
Sirs: 

Enclosed please find our check for 
$4 for which you will enter our 
subscription for 52 issues of Amr 
CONDITIONING & REFRIGERATION NEws. 

We are acquainted with your maga- 
zine and the good it does the industry. 
We have often snatched an issue 
here and there for perusal, but never 


thought of subscribing until we 
had received your. recent’ corre- 
spondence. 


I. W. SHELL, President 


Economical Use of 
Evaporative Condenser 


Peerless of America 

.. 515 W. 35th St., Chicago, III. 
Editor: 

Some time last spring you published 
an article covering the economical use 
of an evaporative condenser as com- 
pared to a water-cooled condenser, 
based on water and electrical cost. 

We neglected to file this issue, and 


‘we find now that the article men- 


tioned would be very useful to us. 
Therefore, if possible, we would 
appreciate receiving the issue which 
contained the article, or a reprint of 
the article. 


We will be pleased to remit what- 
ever charges are in order for this 
service. 

WILLIAM S. MELvIN 


Answer: On page 15 of the March 
6, 1940 issue of the News is the article 
which we imagine you have in mind, 
“Photo Supply Firm Reports on Vari- 
ous Types of Condensers.” We are 
sending you a copy of this issue. 


QUOTED 


Importance of Selecting 


The Right Dealer 


(from Advertising Age, Oct. 14, 1940) 


A recent news story in Advertising 
Age explained the reasons for the 
change of policy of the Crosley Corp. 
as a result of which experienced 
automotive dealers will hereafter dis- 
tribute the Crosley automobile. 


The experiment of attempting to 
sell and service it through Crosley 
radio and refrigerator dealers turned 
out unsuccessfully, as had been freely 
predicted by those most familiar with 
the problems of automotive merchan- 
dising. 

It is interesting to note, too, that 
the new Ford tractor will have the 
benefit of tailor-made _ distribution, 
since the Ferguson-Sherman Co., dis- 
tributor of the product, is appointing 
dealers regardless of their activities 
in the sale of Ford cars and trucks. 


When the Fordson tractor was put 
on the market twenty years ago, the 
company required dealers to take 
tractors in proportion to their sales 
of Ford automobiles, and many 2 
successful Ford dealer was hamstrung 
by having to tie up a lot of his 
working capital in tractors for which 
his particular market had little de- 
mand. 


Besides selecting Ford tractor deal- 
ers on the basis of their facilities for 
selling the farm market and their 
ability to contact it successfully, those 
in the trade have approved the idea 
of requiring these dealers to be amply 
financed, and to carry an adequate 
stock of tractors and parts. This 
in line with established Ford policy, 
and means that a strong organization 
will be functioning in behalf of selling 
and servicing the new tractor line. 


Both the instances referred to indi- 
cate that merely stocking “dealers 
is not enough to insure successful 
merchandising, regardless of the @* 
tent of the market or the general 
acceptance of the brand name. The 
right dealers, capable of intelligent 
presentation of the product and satl* 
factory servicing after it reaches 
users, must be on the job if perm® 
nent success is to be assured. 


In the case of high-priced mechanr 
cal specialties, the character of thé 
dealer and his ability to render servic’ 
after sale are far more importam 
than the number of retail outlets 
Proper. selection of dealers is anor 
fore the first requisite of successfl 
distribution and sales. 
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Department Store Promotes Room Cooler 
Sales By ‘Model Living Room’ Display 


NEW YORK CITY—An effective 
merchandising program on Westing- 
house Mobilaire room coolers, built 
around a “model living room’’ dis- 
play, has been done this year by the 
John Wanamaker department store 
here. It was decided to promote the 
package air conditioning units around 
the theme, “healthful comfort.” To 
make the sales presentation more 
effective, an actual room was set up 
in the store with a Mobilaire installed 
and operating. 


A large room was partitioned off 
to give a space 14 by 16 feet, with 
a 16-foot ceiling. The room was 
painted a light buff color and the 
floor rug is a neutral gray. Two 
decorative floor lamps were set up 
in opposite corners, and wall space 
was broken up by hanging two circu- 
lar medallion type paintings of 
flowers. Leather-covered chairs were 
placed in the room for the comfort 
of prospects. 


EYE APPEAL 


Entire setting of the room was 
designed to give the appearance of 
comfort and pleasing eye appeal. 
The actual operation of one of the 
room cooler models in the window 
of the demonstration room gave 
prospects an idea of how the units 
would look in their own living rooms. 


Model installed in the window was 
the WA-06, the Mobilaire with 6,000 
B.t.u. per hour cooling capacity, ade- 
quate for the average office or living 
room. Also shown in the room were 
the two other models—the FA-09, a 
floor model and largest of the Mobil- 
aires, and the WA-04, the other 


window model in the line. A small 
table was used to hold folders and 
literature. 

The room has been used through- 
out the warm summer months for 
the demonstration and display of 
Westinghouse Mobilaires exclusively. 
The unit installed has been in opera- 
tion every day. 

Retail men who took prospects to 
the demonstration room attended 
sales meetings and were schooled in 
the use of the “Selecto-Guide” a 
reference booklet used by Mobilaire 
salesmen to determine, according to 
size of room and other factors, which 
model of the room cooler line would 
be adequate for any specific require- 
ment. 


DISTRIBUTOR COOPERATES 


Times Appliance Co., Mobilaire dis- 
tributor in New York City, cooper- 
ated in having the installation made 
at the store, conducting sales schools, 
and working out a-_ satisfactory 
merchandising arrangement. S. F. 
Myers, E. J. Hegarty, and W. R. 
Mason of the Westinghouse company 
conducted these schools for retail 
salesmen. 

The demonstration room _ has 
proved highly effective. It served 
the purpose of building the prospect’s 
desire to own a Mobilaire, and the 
salesman proceeded from that point 
with his follow-up work, which in 
most cases had to be done in the 
home. Since women were far in the 
majority among the prospects, the 
salesman had the job of selling the 
man of the house as well as the 
prospect during his follow-up pro- 
gram. 


Air Conditioning System Boosts Summer 
Attendance In East Memphis Church 


MEMPHIS, Tenn.—Cleanliness, as 
the old saying has it, may be next 
to godliness—but comfort is running 
a pretty close third, in the experience 
of the East End Christian Church of 
Memphis, since a complete air condi- 
tioning system was installed in the 
church building last summer. The 
congregation, which showed a defi- 
nite tendency to dwindle during hot 
weather, returned to the fold in full 
force after the cooling equipment 
was installed. 

During the past five years, summer 
church attendance had fallen off to 
a point where Sunday morning 
services showed a congregation of 
only half of what could be expected 
during cooler weather. This trend 
continued without change until the 
pastorate hit upon the idea of air 
conditioning as a possible solution. 

The McGregor Co., local Frigidaire 
distributor, was consulted, and after 
an estimate was made on the cost 
of equipment, the church deacons 
placed the plan before the congrega- 
tion—and it was affirmed. 

Because of the fact that the church 


is used only once or twice a week, 
with the exception of Sunday, the 
conditioning system was designed to 
have unusual flexibility. Total ca- 
pacity is 25 tons, which takes care 
of from 350 to 400 people. 
supplied by a gas-fired furnace. 

Cool air 
outlets 18 feet above the congrega- 
tion through ceiling-type air diffus- 
ers, so that it ‘mushrooms’ down 
over the room without drafts. 

The system was installed at a cost 
of $5,000, to be drawn from church 
funds over a two-year period. The 
increase in attendance is said to be 
an important factor in enabling the 
church to pay for the new cooling 
system. 


Kresge Co. Cools Store 


LINCOLN, Neb.—tThe S. S. Kresge 
Co. has just completed construction 
of a three-story building here equip- 
ped with a deep-well air conditioning 
system. 
Deines of Lincoln. 


Kinetic Chemicals Sets Up New Type 
OF Distribution System For ‘Freon-12 


(Concluded from Page 1, Column 3) 

“national user” from consideration 
other than that of an ultimate con- 
sumer. 

Claims for the wholesale allowance 
are to be filed on a form provided to 
the wholesaler, and this form calls 
for the name and address of the 
reseller and the cylinder number of 
the refrigerant drum. Claims will be 
allowed only on the sale of “Freon- 
12” in cylinders which have been 
charged with “Freon-12” by Kinetic 
and delivered by Kinetic either from 
factory or warehouse direct to the 
Wholesaler making the claim. Such 
cylinders must bear Kinetic’s I.C.C. 
registration number and have had 


none of the “Freon-12” 
from them prior to the sale, the com- 
pany regulations provide. 

It is said that checkers will be 
employed whose sole duty will be to 
go over each of the forms and deter- 
mine whether the claim has been 
properly or improperly made. Those 
that have been properly made will 
be allowed, and those which have not 
been made with full regard to the 
rules will not be allowed. 

In addition, field investigators will 
probably be employed, who will take 
the forms and call on all retailers 
mentioned in the forms to determine 


if they are resellers of refrigerant, 


or parties who are ineligible. 
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This is the method used by salesmen for the John Wanamaker department 
store in New York City to demonstrate a Westinghouse Mobilaire window 
type room cooling unit to a customer in the store’s “model living room.” 
Prospects were shown packaged air conditioning units in full operation 
in the display room, which was designed to emphasize how well this 
equipment would fit into the decorative scheme of any. home or office. 


New Office Building 
Heated and Cooled 
By 275 Units 


ST. PAUL—Year-around air condi- 
tioning is being provided in the 
new Minnesota Mining & Mfg. Co. 
office building here by 275 Carrier 
Weathermaster _ units. The new 
building, which is one of the most 
modern erected in Minnesota in re- 
cent years, has a cafeteria to serve 
the 471 employes. 


Standard design conditions are 
provided by a system using 380 
g.p.m. of well water at 50° F. 
During winter months the building 
is heated with the same units. 

The ventilation system for the new 
building brings in fresh air at the 
rate of 15,874 cu. ft. per minute, 
equivalent to 30 cu. ft. per minute for 
each occupant of the building. Out- 
door air is drawn from the roof to 
the sub-basement. 
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Deluxe Service and Complete Facilities 
“Offered By Fast-Growing Locker Plant 


Research Program, Kitchen Laboratory, Reception 
Room and Displays Build Consumer Acceptance 


DECATUR, Ill.—Completeness of 
facilities and of service has been the 
guiding principle of Polar Service 
Co., big ice manufacturing and dis- 
tributing firm here, ever since it first 
jumped into the refrigerated locker 
storage business some four years ago. 

As a result of this policy, the 
Polar Service plant now holds 1,500 
lockers all of which are in use. The 
company plans to add 500 more 
lockers in the near future. And 
another 500 can be quickly installed 
next year if the demand increases. 

The customary chilling, aging, and 
butchering facilities for meat are 
provided. In addition, the company 
offers its locker patrons the benefits 
of its kitchen laboratory for the 
processing of fruits and vegetables, a 
poultry killing house, an egg candling 
room, and a retail meat and produce 
sales department. 


HARTFORD, CONN. 


BRANCH FACTORY 
SION OARLEY BivO) «CHICAGO tL 


The plant has no _ quick-freeze 
room, however, for the processed and 
packaged products are placed directly 
into the lockers, where the tempera- 
ture never varies more than 1° from 
38° above zero F. 

Polar Service Co. long has oper- 
ated one of the largest ice manufac- 
turing plants in Illinois, outside of 
Chicago. Capacity of the plant is 
100 tons of ice per day. The plant 
has 300,000 cu. ft. of refrigerated 
space available for commercial use. 

For more than 15 years a growing 
number of rural families had been 
making use of the plant’s cold stor- 
age facilities, so the company 
gravitated very naturally into the 
refrigerated locker storage business. 

In July, 1936, 50 lockers were 
installed. This number was increased 
to 200 by February, 1987, and to 
300 at the end of that year. Then 
the space allotted to locker storage 
was enlarged to accommodate 900 
lockers. 


RESEARCH FOR PATRONS 


In order to provide better service 
for its locker renters, the company 
began to ferret out all sorts of facts 
about the freezing of foods. These 
facts it passed on to its patrons. 

The firm also set about to win 
more locker customers through stag- 
ing demonstrations, organizing edu- 
cational drives, resorting to general 
publicity, and stressing the angle of 
promoting public welfare by means 
of the sanitary processing and stor- 
age of food products. 

In line with this policy, the modern 
kitchen laboratory was_ set. up, 
primarily as a means of proving the 
company’s own findings in regard to 
produce processing and to provide 
facilities for further experimental 
work. The company then began to 
tell its locker patrons and the public 
at large about its findings in this 
field, and made the kitchen’s facilities 
available to the plant’s customers for 
use in preparing their own foodstuffs 
for freezing. 

In 1939 the capacity of the plant 
was increased to accommodate 1,500 
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31. 3% of NEW Locker Plants 
ARE MASTERBUILT Equipped 


The survey made by the Extension Division of the 
U.S. Dept. of Agriculture revealed an increase of 1009 plants 
in the year following its previous report. Master during the 


SAF-]-LOC 


Food Storage Locker 
MASTER REFRIGERATED LOCKER SYSTEMS, Inc. 


121 Main St. 


same period supplied lockers for 316 
plants or 31.3%. There’s a record that 
speaks for itself. 


Master Features Outstanding 


Flexibility of installation is only 
one of the many SAF-T-LOC features. 
All in all, its many desirable features 
will effect a saving for the locker 
plant owner in money, time and 
labor. 


Not only are they sturdy and easy 
to assemble individually, but they 
permit individual removal from the 
bank. 


Write Us For 
Construction Details 


You will want complete details on 
the construction of the SAF-T-LOC. 
You can’t appreciate the new advan- 
tages it offers until you have the 
complete story. Write for them today. 


Endorsed and_ sold _ only 
through distributors of 
refrigeration and _ insulation. 


Visit Our Exhibit At 
Frozen Food 
Locker Conference, 
Chicago, Oct. 28-29-30 
Booth No. 82 


Sioux City, Iowa 


Nearly 200,000 Masterbuilt Lockers in Use 


7 4 m, Pes 2 ee 7 . 
“i on Ce rier Ps Bt voice * ae | Bi pes Pa 


locker customers. The chilling, ag- 
ing, and cutting plant was consider- 
ably enlarged. A poultry killing 
house was provided. 

Additions to the Polar Service 
plant are made only as the number 
of customers increases. This sort of 
gradual expansion is made possible 
by the fact that the plant was 
originally established in a four-story 
brick building 100 feet long and 80 
feet wide, all of which is insulated 
and under refrigeration. 

Reception room of the plant has 
colored tile floor, modernistic trim, 
tasty furnishings. <A ladies restroom 
and lounge adjoin it. A girl recep- 
tionist is constantly on duty. 

Nearby is the retail sales depart- 
ment, where meat, cheese, honey, 
eggs, and other products are dis- 
played in refrigerated cases. Plainly 
in evidence are the meat block, scales, 
slicing machine, wrapping counter, 
and all the other familiar accouter- 
ments of the typical meat market. 


LOCKERS GROUPED 


Four sections of lockers adjoin this 
room. Each has its own entrance 
through a separate door fitted with 
a large glass panel. Limits of locker 
numbers in each group are lettered 
on the doors. A _ brightly lighted 
vestibule about 5 feet deep is located 
between each entrance door and the 
inner door that opens into the locker 
room beyond. 

Three well lighted refrigerated 
display windows are recessed between 
the outer doors leading into the 
locker rooms. 

Next in line is the egg candling 
room, and near it is the modern 
processing room where the plant’s 
butchers cut the chilled and aged 
carcasses into the chops, steaks, and 
roasts requested by the locker 
patrons. This room is equipped with 
a meat sawing machine, various 
types of grinders, a_ self-locking 
carton machine, meat block, sink, 
wrapping table, a package tying 
machine, and rubber stamps for 
properly marking the packages. 

All types of meats are handled. 
To give an idea of the plant’s 
charges, corn fed baby beef is cut up, 
wrapped, and put in the patron’s 
locker for 19 cents per pound of the 
side, 17 cents per pound of the. fore 
quarters, and 21 cents per pound of 
the hind. 

Steaks and leftovers from the 
trimmings are ground into hamburg 
or sausage at 2 cents a pound. Meat 
is cut for 14% cents a pound. Poultry 
is dressed for 15 cents per head and 
packaged for 6 cents per head. 


MEAT CONVEYOR 


A modern overhead meat conveyor 
facilitates the transfer of carcasses 
from truck to chill room. This room 


is held at a temperature of 31° to. 


32° F. Aging room is held at 34° 
to 38° F., with relative humidity con- 
trolled closely to 94%. 

Three sizes of lockers are available. 
Lockers in the first group are 36 
inches deep, and have a capacity of 
3% cu. ft. Lockers in the next group 
are only 30 inches deep, but have 
enough added height and width so 
that their capacity is the same as 
those in the first group. Remainder 
of the lockers are about 20% larger 
than the others, measuring 16 x 20 
x 30 inches. 

The two smaller sizes rent for $9 
per year, while the larger lockers 
rent for a proportionately higher fee. 

The plant is open from 9 a.m. to 
9 p.m. daily, except Sundays when 
business hours are from 8 a.m. to 
A p.m. 

Refrigeration for the Polar Service 
plant is provided by brine delivered 
at 14° F. from the same source as 
that supplied to the commercial stor- 
age section and ice plant. The plant’s 
refrigeration equipment has a ca- 
pacity of more than 300 tons. All 
equipment is electrically powered. 

Brine circulation is controlled by 
hand regulation, but the low pressure 
compressors cut in and out with a 
pressure control holding the ammonia 
suction pressure between 0 and 3 lbs. 

Because of the low temperatures 
maintained in the plant, all piping 
and connections inside the building 
had to be protected as well as those 
on the outside. All plumbing is of a 
concealed nature, due to the plant’s 
insulated walls. A unitary steam 
heater was installed to keep the rest- 
room warm. 


Another For Wisconsin 


BLACK RIVER FALLS, Wis.—S. 
C. Olson is erecting a 29 by 56-foot 
cold storage locker plant here, 
equipped with York refrigeration by | 
Westerlin & Campbell Co., Madison, 
Wis. 


Decatur Plant Offers Service Plus 


This retail meat and produce department is typical of the complete 


service made available by Polar Service Co. 


Recessed space between 


locker room doors at left is for display of food products. 
ss @ 


Oregon Locker Association Leads Movement For 
State Educational Program on Frozen Foods 


Research Sought on Five Pressing Problems 


PORTLAND, Ore.—Three _repre- 
sentatives of the Oregon locker indus- 
try have petitioned the experiment 
station committee of the state’s board 
of higher education for the institu- 
tion of an extensive program of 
research and consumer education in 
regard to the processing and storing 
of frozen foods. 

The delegation making this request 
was comprised of C. C. Condit of 
Forest Grove, L. M. Ramage of 
Salem, and E. C. Reiman of Cor- 
vallis, all members of the Oregon 
locker association. 

Declaring that such a program 
would greatly benefit the 225 cold 
storage locker plants in Oregon and 
the estimated 280,000 persons served 
by them, the men pointed out that 
although the work of the federal 
government at Seattle and of the 
food industries department at Oregon 
State College had produced much 
authoritative and helpful information 
on vegetable and fruit freezing, much 
still remained to be learned about 
the science of meat storage. 

The delegation listed the following 
problems as especially important and 


worthy of detailed study: the develop- 
ment of “off” flavors in pork fat; 
elimination of bacteria and molds; 
regulation of temperature and hu- 
midity; relation of feeding to ulti- 
mate’ meat flavor; control of dehy- 
dration in ground meat. 

Mac Hoke of Pendleton, chairman 
of the experiment station committee, 
reported that the Oregon livestock 
industry is vitally interested in the 
success of the locker plant industry, 
as the use of lockers for meat storage 
has increased the consumption of 
meat, especially in rural areas, to 
a marked extent. 

The state committee promised 
careful consideration of the locker 
men’s request, but no action has yet 
been taken. 

To impress upon the committee 
the growing importance of _ the 
Oregon locker industry, the locker 
men cited the fact that there are 
now an estimated 70,000 individual 
lockers in the state, representing an 
investment of approximately $1,500,- 
000, an operating budget of $500,000 
a year, and an annual payroll of 
$75,000. 
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THE NEW McQUAY 
ZEROPAK 


FOR LOCKER PLANTS 
UP TO 100 LOCKER 


CAPACITY 


Visit the Locker Show in Chicago and see 
for yourself, the features that make McQuay 
ZERO-PAK LOW-TEMP UNITS the 
preferred equipment for modern locker 


Wi 


Speed Iunnel Teves, 


plants in 16 states. 
Broadway Street, Minneapolis, Minnesom. 


“YY FEROPAK 


hebigitg FOR atta PLANTS 


McQuay, Inc., 1607 


| 


Le t 
i a a2 | en — 
en 
mS Be LOCKERS Tus KOM ee el lO CU 
; mye : Y eerie ass meee So J é 2 ug } as i al i 4 a ye " aah ood =e se e } 
mas sae — fF 4 Ff ae Po - Be. & § | 3.2 ae 
Bie ish pele = Ie A g Bla ; iq mea os , i ae, i 
- ed 7. ps a i 2: ee i 1 ft fate: 7 co 
? ea. ee Bee tee ee es 48 ee . re ictal 
a. 2 |) ae se ee 
i ee 0 i ae 
i. eo oe | Poe ee a ~ N a, EP ye 
- a ste ae aa pe * sf a af age -” <—* ze - a m a ee ee . om anc 
4 oo Le oe ee ‘s oe - ‘ , : 4 ae ; w om z . oe” tei a : 7 e 4 
cg A ao . * eo. gr i ice a 
oo. oe, ae : | es ee oO the 
ie omer se a | ae a ee . Mae : ‘ 
en a”. it in 
RO ko | Be gl Mee aa. UCU € 
Se se bet si ue BS en “i OE th 
ine Mic 
ee = 
OO eeeeSeSOESE___ = 
a 
: es as 
' loc} 
sor 
sto! 
was 
the 
ae ” we S 
— ¥ , . Mic 
ty : = e - Mic 
one pa e ™ ing. 
= ; 
= = 4 s revi 
pies - a» - 
ns A stor 
: - @onoak - thal 
= FOO = 85 | 
= oo 
7 = H 
: a ss and 
a re ing, 
: = a > = pod, 
aS - wa : - proc 
hs Fe) ee | cont 
Pay, 2 — Leal ry 
a a | Ce Belo a brie 
ce 2 cont 
‘i —=—_ Ss a ; 
' os = o a TOZ 
N oh . om sa Py 
rer ss ' a sper 
. . .- WITH EASE © prop 
a o —— : - poin 
a o eS ; som 
. vm ce * . Nati 
a o —_ Ssh Chic 
o™ 1ce cueE plan 
= Dy es| WL: char 
’ a 
bs) eae bt 
| ic. cust 
= a —— enn nnn 
, w 
aod ee ee Pi eo or paper 2 A027 St eae me es Fes in w 
a eee e ‘a ae eee ae ee ee and 
a Bee ere a i colle 
i ee ees ae Ware. of al 
, i Tits : ck gars ees are ae ee on ¢ 
rs : slide ks oa to tl 
: - Je possi 
“ ar ae and ; 
= , ic > of fc 
o Se. «a ee 
_ ee. ae. oe the t 
r ORV oe —— locke 
| . Es poke - 
| acsam 7 7. a nt 
: : Pil’: “lid ieeagsiiati oh brn 4 ) 
‘ 2 v j | | Ae : 
, : ae i: tel adage gaa peed unnil CTD | 
; ie o) | " Tee 
- t : ne? iy a . rs see: ie Ny 
; f | a= gh ae we agit be se a tes be Me 5 
r x . 7 } ; : si 3 
. aan } ~~ oo z o ; 
; e : ] hay ee = ial les a i i i ie wg conf cialis bance 2 E 
ie oe : : ae ; : re a ‘ . hae = f 2 me 
| Pa); SEE IT AT THE NATIONAL LOCKER SHOW 
; | Ld } 
— ae 
A AP MBTERE IP EN, 
y ve i. ia ‘ $ ~ eo o> a oF , , #5) bs i, "Bes eete Bee? a as “. oe = — : ee : ee - : ‘ 4 aay Fis. 
i aa ‘ aia : Sy ome “2 P. b ig ates -\ % es ae « ig” Pe ee " hem ngs ry e = me ® y = yon in’ o oT a) “ 7 : 7 r he \ 
4 ‘ - ai f Se See a ; ‘ : pret "Tes: oe the. a gre ‘ ee ee 1 adhe Sie se * sere Fie ,*, os ry. pce ‘ 1 ae. : bi ‘ 
F ee ee es ee Le eee es) Rae a hehe aitk AS AE.” by teeta San, oe tht ee Ss ae. ase a lo “asl [- 


ate 


AIR CONDITIONING & REFRIGERATION NEWS, OCTOBER 23, 1940 


11 


Eee 


Michigan Locker Owners Hear ‘Lowdown’ on 


Processing, Insurance, & ‘Deepfreeze’ 


High School Home Economics Students Sit In 
On Quarterly Meeting of State Association 


By James McCallum 


PLYMOUTH, Mich. — Preparation 
and storage of frozen foods, insur- 
ance coverage for locker plants, and 
the place of the new Deepfreeze 
home storage unit for frozen foods 
in the locker storage picture, were 
the topics discussed by speakers 
at the quarterly meeting of the 
Michigan Refrigerated Food Locker 
Association held last week at the 
Mayflower hotel here. 

The meeting began with a general 
session open to the public as well 
as to association members. The 
“younger generation,” to whom 
locker plants and frozen foods may 
someday be as common as grocery 
stores and canned goods are now, 
was represented at this meeting by 
the home economics class of the 
local high school. 


PROFESSORS LECTURE 


Speakers at this session were 
Profs. Seaton and Blakesley of 
Michigan State College, East Lans- 
ing. Prof. Seaton presented a brief 
review of the frozen food and locker 
storage industry, citing the fact 
that at last count there were some 
85 or 90 locker plants in Michigan. 


He discussed the types of fruits 
and vegetables best suited for freez- 
ing, and the most satisfactory means 
of preparing them. “Avoid freezing 
products with high water or starch 
content,” he warned. He also spoke 
briefly on the various types of 
containers suited for produce to be 
frozen and stored. 


Prof. Blakesley, a meat specialist, 
spent most of his time describing the 
proper ways of cutting meat for 
locker storage. To illustrate his 
points more graphically, he used 
some meat charts prepared by the 
National Livestock & Meat Board in 
Chicago, and suggested that locker 
plant owners obtain some of these 
charts not only for their own use 
but also for distribution to their 
customers. 


40-LB. WRAPPER BEST 


What is the best kind of paper 
in which to wrap meats for freezing 
and storage? Prof. Blakesley re- 
ported that experiments at _ the 
college had indicated that a paper 
of about 40-pound weight and waxed 
on one side (this side to go next 
to the meat) was most satisfactory. 


Citing the advantages of preserving 
seasonal produce, the economies made 
possible by wholesale purchasing 
and storing of foods, and the quality 
of foods obtainable in this way, as 
the three real reasons for the use of 
locker storage plants, Prof. Blakesley 
urged locker patrons to plan ahead 
in order to obtain the maximum 
advantage from their locker facilities. 


Elwyn Younker of Lapeer, secre- 


tary-treasurer of the Michigan group, 
presided at the opening of the 
of the meeting’s second session. 


First speaker was William Good- 
ridge, special agent for Hartford 
Steam Boiler Inspection & Insurance 
Co., who described his company’s 
plan for locker plant insurance. 


Mr. Goodridge summarized the 
coverages available to protect the 
plant owner against loss arising from 
accidental failure of the refrigeration 
equipment as follows: 


INSURANCE PROTECTION 


1. Direct loss on the apparatus 
itself. 

2. Direct loss on other property of 
the owner. 

3. Loss on the owner’s food 
products. 

4. Loss on property of others for 
which the owner is liable, including 
liability for loss of use of such 
property. 

5. Loss of refrigerant or brine. 

6: Consequential damage, or spoil- 
age due to lack of refrigeration of 
food products (both for the owner 
and for others for which the owner 
is liable) in cold storage or in 
process. 


7. Use and occupancy insurance, or 
indemnity for loss resulting from 
total or partial prevention of busi- 
ness. 


The owner’s liability for death or 
injury resulting from an accident to 
the refrigeration equipment also may 
be included if desired, Mr. Goodridge 
pointed out. 


COVERAGE LIMITED 


Shutdown of equipment from oc- 
currences which are of a maintenance 
nature, such as burning out of a fuse, 
failure to replace a worn part, or 
gasket leakage, is not covered by 
this insurance, he warned. 


Important provision of this type 
of insurance coverage, Mr. Good- 
ridge explained, is the periodic 
inspection service which is rendered 
without additional charge. Trained 
inspectors check the insured equip- 
ment periodically throughout the 
term of the policy. The owner is 
thus warned of any dangerous condi- 
tions which may have arisen as a 
result of normal wear, or because of 
defective temperature or pressure 
controls or inoperative safety devices. 


All such insurance is written on a 
three-year basis, he declared, and 
the base rate for the three years is 
about $100. No arbitrary figure can 
be given for the cost of insuring a 
locker plant, he said, as this cost 
depends entirely upon the size and 
type of equipment involved. 


Following Mr. Goodridge on the 
program was another’ insurance 


agent, Raymond L. Jennings of 
American Insurance Group. 

Mr. Jennings confined his remarks 
to the insurance of the produce 
stored in the locker plant. Pointing 
out that in most cases the plant 
owner or operator is under no legal 
obligation to reimburse his customers 
for loss of their produce due to 
failure of the plant’s refrigerating 
equipment, he stressed the fact that 
the owner was nevertheless under 
a definite moral obligation to do so. 


Mr. Jennings closed his brief talk 
by suggesting to members of the 
locker association that they appoint 
a three-man committee to consider 
the problem of plant insurance, and 
the possibilities of taking group 
action on this matter. 


Last speaker of the meeting was 
J. M. Stewart of the Deepfreeze sales 
organization. Mr. Stewart explained 
that the Deepfreeze unit was a 
supplement to, not a substitute for, 
the locker plant. 


NO COMPETITION 


He told the operators that instead 
of constituting a competitive problem 
the Deepfreeze unit offered them a 
two-fold chance to increase their 
income through handling retail sales 
of the unit and through processing 
and “wholesale” storage of the 
greater volume of produce which 
families owning a Deepfreeze unit 
would naturally consume. 


One other scheduled speaker, a 
state conservation officer who was to 
talk on the storage of game birds 
and animals, failed to appear, so the 
business session of the meeting closed 
with an informal discussion of this 
problem by the plant operators them- 
selves. 


A banquet in the hotel’s Crystal 
Room topped off the day. 


Variety of Subjects To Be Covered By 
Speakers At National Locker Meeting 


(Concluded from Page 1, Column 4) 

& Mechanical Arts will discuss the 
grading of meat animals. Mr. Fenn, 
who believes that a more thorough 
knowledge of this subject on the 
part of locker operators would result 
in more satisfied customers, will 
illustrate his lecture with actual 
carcasses, 


Feature of the Tuesday morning 
session will be a talk by T. C. Main, 
general manager of Ducks Unlimited, 
a Canadian organization devoted to 
improving duck breeding grounds in 
order to increase production. He will 
present a moving picture showing 
what has been done in Canada to 
give U. S. hunters more ducks to 
shoot. 


Luncheon speaker on Tuesday will 
be Cullen Wright, prominent Ne- 
braska cattle raiser, banker, and 
financier who is sometimes called 
“The Sage of the Sandhills.” Mr. 
Wright’s talk will be titled “The Red 
Flannel Philosopher.” 


He is said to combine sound busi- 
ness philosophy with homely prairie 
humor. 


One of the broader phases of the 


locker storage picture will be treated ©— 


by Marvin Schaars of the University 
of Wisconsin’s department of agricul- 
ture in his exposition of the indus- 
try’s economic aspects. 


Even a top-notch locker plant can’t 
possibly succeed unless the manage- 
ment can sell the locker storage idea 
to the public. Edward W. Jeffress, 


expert on the merchandising of dairy | 


York Distributor Evolves ‘Booster Fee’ Plan 


For Securing Locker Renters In Advance 


CROWN POINT, Ind.—Use of a 
one dollar ‘“‘booster fee” on the yearly 
rental of individual refrigerated stor- 
age lockers, paid to churches, 
women’s clubs, ladies aid societies, 
and other organizations, is the 
foundation of the fast growing locker 
business of Hilts Refrigeration Co., 
York distributor here. 

R. H. Eilts, owner of the business, 
believes that a locker storage plant 
should be at least 80% rented at the 
time it is sold, in order to assure 
successful operation. Following this 
line of thinking, Mr. Hilts has de- 
veloped a plan to rent most of the 
lockers in any plant, before it is sold. 

Approaching the local butcher, or 
grocer in a small town, Mr. Eilts 
outlines a complete set up for a 
locker storage plant. He also offers 
to help rent most of the lockers 
before the plant is placed in opera- 
tion. 

Because selling several hundred 
individual lockers to people in the 
community would be a long and per- 
haps difficult “one man” job, Mr. 
Hilts enlists the help of one or more 
local organizations interested in rais- 
ing money. For example, if the local 
women’s club wants to increase their 


treasury, Mr. Hilts offers to pay them 
$1 for each locker rental contract 
that is secured. 

With many women working on 
their friends and neighbors, the 
locker plant gospel is soon spread 
throughout the entire community and 
before long most of the lockers are 
rented—cash in advance. 

If further financing is needed, Mr. 
Eilts approaches the local bank, on 
the basis that a refrigerated locker 
storage plant is an asset to the com- 
munity, and a good business risk. 

According to Mr. Eilts, a good 
locker plant should be able to 
amortize the initial investment for 
building and equipment over a five- 
year period, and where it is possible, 
financing arrangements are made for 
this length of time. 

Using this kind of sales tactics 
has resulted in the construction of 
six locker storage plants in the 
vicinity of Crown Point, and 10 more 
are sold, ready to start construction. 
Mr. Eilts is satisfied that the booster 
fee plan on individual locker rentals 
will produce business for any wide 
awake refrigeration distributor in- 
terested in developing the locker 
storage market. 


products, will offer his advice on 
how to sell the locker service. 


Only representative of the U. S. 
Government on the program of the 
locker convention will be K. F. 
Warner, senior extension meat spe- 
cialist of the Department of Agricul- 
ture, will tell locker operators why 
a different approach to locker storage 
promotion must be used in each 
different community, and will give 
them some tips on what might work 
in their own home towns. 

Highlight of the convention’s 
entertainment program will be the 
stag party scheduled to be held at 
8:30 Tuesday night. 


Plant Under Way 


BLOOMINGTON, Ind.—Blooming- 
ton Frosted Food Lockers Corp. is 
constructing a locker plant to accom- 
modate 700 lockers, 300 of which will 
be installed as initial equipment. 


W. Strain is architect for this 
plant, Joe Hamros is engineer, and 
Harry Kissleman is manager and 
operator. 
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Chicago ASRE Hears Figld For ‘F 12’ W Chilling Uni | — iction of Future Market { 
“hare s Field For ‘Freon- ater Chilling Units  —-—«Fatve 2 — Prediction of Future Market 
verage of To of Tota] 
A out Deep freeze a Type of Application Tons No. of Jobs No. of Tons 
~ CHICAGO—A discussion of the Now Broadened By Increasing Number Offices and Office Buildings .......... 40.0 21 17.3 
new Deepfreeze frosted food storage TnGistvinl PIGMte oi. a 6cos ccc0s cv 00s sv 50.0 18 ned 
development featured the first fall ir on itionin ications a Re a Pee eT ee eee ee ie re = 
meeting of the Chicago section of Of A C d cf Appl BN Sie ih anes biked indksgnastbueheres , 0 
7 American Society of Refrigerating Airports, Terminals, Etc. .............. 50.0 s 7.8 
Engineers Oct. 10 in the Drake hotel. ; Munitions and Armament ............ 50.0 7 6.9 
Speakers were George Hobson, Editor’s Note: This is the first instalment of an article on Public Buildings ..................++:: 25.0 : 3.5 
John Moore, and L. B. Newell of the “ * par : Department and Other Stores ........ 50.0 5.9 
Motor Products Corp. Chicago office, Freon-12 water ening pnpeens by a. Aang, waaee PARP 65 4c sap dees desinne vs deee Owe 20.0 4 1.6 
and C. L. Olin of Servel, Inc. company specializes in such equipment. This instalment points EE Sis aecniarier nas sesediveiiaeans 90.0 1 1.8 
Appointed to a nominating com- out the market for such equipment, while future instalments ME TIE. fo sinscsaucnensisavianiens 50.95 


mittee to select officers of the section 
for 1941 were: S. C. Bloom, chair- 
man; D. E. Perham, T. C. McKee, 
and H. E. Halterman. 


will cover some of the technical aspects of such apparatus. 


By R. M. Armstrong, Refrigeration Division, Richmond Engineering Co. 


There is now a ready and con- 
sistent market for ‘Freon-12” water 


number of jobs done, and second by 
their tonnage: 


dicted analysis of chilled water jobs. 
I do think that there will be general 
agreement with the prediction that 
the major market will come from 
offices, industrial plants, 


hospitals, | 


Film Exchange Has Many 
Needs For Air Cooling 


HY ] N L k : : ; and hotels. These generally run to ) 
No Joints! 0 ed aoe senate. . This - rod sas aa bed daeé Saute anh dies the tne LOS ADARL AS tnataiation of a 
glected prior to € ‘Type of Job All Jobs Setel Bens inns best suited to chilled water six-zone air conditioning system in 
development of reasonably priced Air Conditioning 34.4 92.5 : the new two-story and basement 
dependable equipment, but now offers Drinking Water 58.5 6.6 REASONS FOR USING CHILLED Warner Bros. film exchange building Ri 
opportunity for “created business.” miscellaneous 7.1 0.9 WATER IN AIR CONDITIONING _ has been completed by J. W. Sutphen 


Most of us will agree that ‘created 
business” is about the most profitable 


type. 


ANALYSIS OF DRINKING 
WATER JOBS 


The primary reason for the grow- 
ing use of chilled water systems 


& Co. here. 
The system, utilizing zoning damp- 
ers so that any area may have 


: , definitely is “Ease of Control.” The either heating or cooling automati- 

Pr Pre ape J =. Mcgee Mens Breaking down the individual sales control of water quantity and tem- cally at any ood is a 30-ton divest - 

togtan of sales coverage. This 2, cimking water jobs it is found perature is considerably easier than expansion Frigidaire job with heat- ple 

P P 5 . Be. that public institutions use by far the control of direct expansion ing coils above the cooling coils and by 

raises the question as to where the the most of these. This classification refrigerant. This becomes more the air split so that half goes into ] 

ee a ae prom includes governmental hospitals, pri- marked as the differences of levels each. Dampers, modulating by means ope 

ies asian: Gatatiets Gite - & ge jobs sold? ype sons, schools, where the inmates are nq distances become greater. of thermostats, mix air for the zones uni 
Condenser is a typical example of poll ys eee... yo poy’ — Pr mag 4 Use of chilled water allows air While the film storage area is not it 

Rome’s ability to provide trouble . includes 64% of the jobs done, 36.5% washer control which is generally air conditioned, the film inspection I 

p 

free condensing equipment. Rome In order to answer this question of the total tons. The average ecognized to be the best method room is, and this part of the system op} 

Water Cooled Condensers are used the writer has analyzed the sales of tonnage per job was 1.65. now available for close control of is separated from the rest, because sho 
by many leading compressor mant- one manufacturer of simost all types The second classification includes hymidity. There are other reasons of ever present fire hazard, by fire of 


facturers. Write for complete 


information. 


ROME-TURNEY 
RADIATOR COMPANY 


222 Canal Street 
ROME, N. Y. 


Anaconda Copper 


Refrigeration Tubes 


of water coolers, ranging in size 
from % to 175 tons per unit. While 
this manufacturer has predominantly 
built larger coolers, the wide cover- 
age of the field makes this sales 
analysis at least indicative of the 
general trend. 

The field includes primarily three 
types of water cooling jobs: 

1. Air conditioning systems 

2. Ice water systems 

3. Miscellaneous, such as bottlers, 
bakers, X-ray, etc. 


AIR CONDITIONING USES 92.5% 
OF THE TOTAL TONNAGE 


The sales analysis shows the fol- 
lowing distribution, first by total 


office buildings—24% of the jobs, 
51% of the total tonnage with an 
average of 6.1 tons per job. Restau- 
rants and hotels came last with 8% 
of the jobs and 7.4% of the tonnage, 
the average tonnage of each job 
being 2.67. 

This average must be viewed in 
the light that it is largely based on 
coverage of jobs 1 ton and up in 
capacity. The small field is not 
included in this survey and would 
doubtless change the picture. 


INDUSTRIAL PLANTS LARGEST 
USER OF CHILLED WATER 
FOR AIR COOLING 


The actual analysis of chilled water 


for the use of chilled water, most of 
which are really only ramifications 
of the more general factor of ease of 
control. A few examples follow: 


MULTIPLE AIR COOLING UNITS 


Where the cooling load is such as 
to require a number of separate 
zones or cooling units of widely vary- 
ing capacity, chilled water is prefer- 
able. The fluctuations of control on 
the compressor in a direct expansion 
system of this type would likely 
lead to such troubles as slop over of 
liquid, oil pumping, and high power 
cost. 

A good example of this application 
is the usual hotel. The load fluctu- 
ates widely and a number of appreci- 
able but intermittent zones must be 
handled. The auditorium or ballroom 


dampers. 

The projection room, too, where 
visiting exhibitors are sold Warner 
Bros. films, is air conditioned. 


wk rat orF, 


Valves and Fittings 


The Standard of the 
Industry © 


Kerotest Manufacturing Co. 
Pittsburgh, Pa. 


Table 1 — Analysis of Chilled Water Cooling Jobs 


may completely upset normal opera- 


Average % of Total % of Total tion when it is turned on or off. 
Type of Application Tons No. of Jobs No. of Tons Usually a number of private dining Condensing Units for every 
ee ee re ee ye 19.2 23.9 an a _— a separately handled commercial refrigeration 
Airports, Terminals, Etc. .............. 108.0 9.6 17.9 anda controlled. ‘ ob A 
Offices and Office Buildings ........... 44.5 15.4 11.8 To keep the refrigerating machin- and air conditioning re 
Department and Other Stores ........ 51.0 11.5 10.2 ery on an even keel and still handle quirement... Also 
BE Sar eradheenseveackernieeceseciees 68.5 7.7 9.1 these fluctuations, a single evapora- packaged air conditioners. 
EE. Nees ies bh cevwsaedseenteaissieies 32.1 15.4 8.5 tor is desirable. Chilled water fills 
NE ecb ci eamindeiseawsicsnns 65.0 5.8 6.5 this requirement. ; 
Public Buildings .............00.000000: 32.8 11.5 6.5 The same might be said of the CURTIS Gapeeet 
THE AMERICAN BRASS co. BEE RR Sid phkeharsiusiseerssesveiaas 80.0 2.0 3.0 multi-storied hotel or department Smaie coninionine 
FRENCH SMALL TUBE BRANCH es Munitions and Armament .............. 85.0 1.9 2.8 pono are * ten pvr Mv 
General Offices: Waterbury, ° ° . ° ° 
a he a Average of All Jobs .................. 58.2 ef maultigle Gleect expansion controls Curtis Refrigerating Machine Co. 
systems sold for air conditioning, would be undesirable. 1912 Shank en Ae ry Mo 
GOVERNMENT divided into the various classifica- (To Be Continued) a SEee, Se Bese — 
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tions, indicates a marked lead, both 
in number of jobs sold and in total 
tonnage, for the industrial field. This 
is hardly surprising as the better 
control made possible by the chilled 
water system is at a premium in 
industry and in manufacturing 
processes. (See Table -1.) 
Immediately apparent is the fact 
that chilled water jobs are most 


SPECIFICATIONS 


Servel’s 4-cylinder 20 aE 
machine unit . 
56 models in the “complete 


SERVEL 


COMMERCIAL REFRIGERATING MACHINES | 


Whether your requirements are large or small, standard or spe- 
‘ cial, Servel engineers can help you solve your most vexing prob- 
frequent in the larger’ tonnages. lems of commercial refrigeration or air conditioning. Write today 
This is due to the broad fact that to Servel, Inc., Electric Refrigeration and Air Conditioning Di- 

vision, Evansville, Ind. ; 
usually the larger loads are spread aana 
out and not concentrated. The low 
percentage shown by theaters illus- 
trates this. The theater is a concen- 
trated load and does not require the 
control refinements of chilled water 


as much as other loads. 

Another factor that does not ap- 
pear in the table is the usual presence 
of a consulting engineer on jobs 


Shipment from Stock 
FILTRINE MFG. CO., Brooklyn, N. Y. 


ii ff 


of a3 BLAV Kg © 


WA 


—are exactly what the name implies—handy little swivel 
couplers for “quick-coupling” charging lines, gauge lines, 
etc. to flare fittings—without the use of wrenches. 


A soft composition gasket in the swivel connection does 
and they're ‘gas-tight. 


which go to chilled water. Of the the trick. Run ‘em up “finger-tight,” 

total tonnage represented by the Gasket easily and inexpensively replaced. 

above table, about 85% was defi- A i 

nitely under engineers. The 15% sk your Jobber—or write for Catalog 

remaining was almost exclusively SUPERIOR VALVE & FITTINGS COMPANY 1 
industrial work done by engineering 1509 WEST LIBERTY AVENUE e PiTTspeRen. PENNA. f 
minded contractors on their own EXPORT: 100 VARICn STREET © WEW YORK, W. — \ 


sales and design initiative. Obviously ee 
this latter type of work is the most 
profitable although the technical pit- 
falls are greater. (See Table 2.) 


THE FUTURE MARKET FOR 
CHILLED WATER SYSTEMS 


The averages of the past are 
necessarily somewhat upset by large 
blocks of tonnage on individual jobs. 
To keep perspective and try to keep 
each field in its true place, the writer 
has endeavored to forecast the future 
distribution of business as indicated 
by present trends: 
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Installation Hints and 
For the Russ Brine 


Service Instructions on Counter-Type 
Freezers Refrigerated With Brine 


Brine Mixing Methods 
Refrigerated Model 


By Arch Black and Dean C. Seitz 


Editor’s Note: This instalment 
in the series of articles on serv- 
icing of counter freezers and other 
types of low temperature equip- 
ment used by retailers is part 
of a section dealing with service 
instructions on specific types of 
counter freezers. 


Russ Combination Ice 
Cream Counter Freezer 


As an example of the type of 
combination freezer refrigerated com- 
pletely with brine, that manufactured 
by Russ Mfg. Co. will be considered. 

Fig. 9 is a phantom view of the 
operator’s side of a self-contained 
unit and is so-marked as to make 
it self-explanatory. 

Fig. 10 is a phantom view from 
opposite the dispenser’s side and 
shows the brine pump, the path 
of brine from tank to freezer, and 
return. By studying these two views 
and considering the explanation given 
in the Oct. 16 issue on Type I it is 
believed the reader will have no 
dificulty in having a full under- 
standing of this system. 


Following will be installation in- 
structions, mixing brine, operating 
the freezer, service instructions, etc., 
as they apply in the Russ Model 200. 
Already in previous articles much 
information of this type has been 
given as it applies to ice cream 
counter freezers in general. The 
reader should take these into con- 
sideration as it is only intended in 
the following to consider the points 
which may be characteristic of the 
subject type freezer. 


Mixing Brines 


The mixing of brines was fully 
discussed in articles appearing prior 
to the publication of SF-1. These, 
however, explain the mixing of brines 
as it applied to soda fountains, and 
as greater care must be taken in 
the mixing of brine for ice cream 
counter freezers than soda fountains 
it is advisable to elaborate on that 
already written. 

The cabinet of the Russ freezer is 
so constructed that either an alcohol 
brine or a calcium chloride brine 
can be used. Though the alcohol 
brine is much easier to mix, the 


efficiency of the machine is not as 
high as with calcium, nor will it 
turn out a batch of cream in as 
short a time. As a matter of fact, 
there may be as much as three 
minutes per batch difference. 

If alcohol brine is used, use a 60% 
alcohol and 40% water mixture or 
21 gallons of alcohol and 14 gallons 
of water. The total brine capacity 
of the cabinet is approximately 35 
gallons. Great care should be taken 
in mixing calcium chloride brine, for 
to some extent the success of the 
job depends on the correctness. 

If at all possible, mix the brine a 
day ahead and take great care in 
straining the brine before putting 
into the cabinet. If the brine is 
warmer than room temperature it is 
very likely that when the brine is 
cooling it precipitates and calcium 
will be found which will cause 
trouble. 

If it is necessary to rush the cool- 


ing of brine so as to put it in the’ 


cabinet on the same day, substitute 
ice for several gallons of water, 
using 8% pounds of ice for each 
gallon of water omitted. 

For example, if a total of 30 
gallons of water is required, take 
20 gallons of water and add 85 Ibs. 
of ice. Be sure to measure the 
amount of brine when the brine is 
fairly well cooled to approximately 
60° F. Specific gravity of the brine 
at 60° F. should not be less than 
1.27 and not more than 1.29 or a 
salometer reading at 60° F. of 1.32. 

If the calcium needs neutralizing, 
it is recommended that a triethano- 
lamine be used adding approximately 
3 pints to the solution. If triethano- 
lamine cannot be obtained use either 
sodium chromate or sodium dichro- 
mate. Triethanolamine is obtainable 
from any large chemical house. 

Be careful not to mix too strong 
a solution of calcium chloride as it 
will be found that after a certain 
point has been reached the more 
calcium is added, the higher the 
freezing point. It is very essential 
in this freezer not to allow the brine 
to freeze because of too much 
chloride. 


When calcium chloride brine freezes 
because of being too strong a solu- 
tion, it precipitates chloride salt 
which forms at the bottom of the 
tank. This is impossible to remove 
other than by circulating fresh water 
through the tank which will be a 
long and tedious job. 


Fig. 10—Phantom View Showing Working Parts 
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Fig. 9—Russ Brine Model From the Counter Side 
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By-pass Valve 
Brine pump 
Brine strainer screen 


‘Silent, vibrationless, de- 
pendable, long-lasting. 
Powerful grip prevents 
slippage. A nearby dis- — 
tributor carries a com~ 
plete stock for appliances _ 
and machines. 


THE DAYTON RUBBER 
MFG. CO., DAYTON, OHIO 


Brine to freezer 
Brine from freezer 
Brine by-pass 


off valves 
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"s Largest Manufacturer of V-Belts_ a4 
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SHELL and 


FIN TUBE CONDENSERS 


Combination of Water Cooled 
Condenser and Liquid Receiver 


-TRENTON CO. 


TRENTON, N. J. 


For Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 
Refrigeration Equipment 
TE TO 


wr MANO 98.1 a 


Waésner Electric 


tion 


dll 


6441 PLYMOUTH AVE ST. LOUIS, MO 


Use a maximum of 4 lbs. of 
calcium chloride 77-80% flake (good 
grade) to every gallon of brine, or 
in other words 4% lbs. to every 
gallon of water. Take 140 lbs. of 
calcium chloride, add water until 35 
gallons is obtained; or take approxi- 
mately 28 gallons of water with 142 
lbs. of calcium which should give 
you the correct mixture. 


If the service engineer only has 
available 5 or 10 gallon cans for 
mixing brines, mix 41 lbs. of calcium 
chloride with 8 gallons of water to 
make 10 gallons of brine. If 5 
gallon cans, mix 20% lbs. of calcium 
chloride with 4 gallons of water to 
make 5 gallons of brine. 


Every service organization should 
have either a salometer, hydrometer, 
or better still, a direct reading 
instrument for measuring the freez- 
ing point of the brine at any tem- 
perature. 


FILLING THE CABINET 
WITH BRINE 


Remove the thermometer (see 
Fig. 10) by taking out the two 
screws holding the thermometer in 
place. Cover the cabinet with heavy 
wrapping paper so as to catch what- 
ever brine may spill. If brine 
should reach the cabinet surface, be 
sure to wipe off with wet cloth. 
Fill the cabinet witnin % inch of 
the top of the tank. Check the brine 
level after the temperature has been 
reduced to around 10° below zero 
and after the brine has been circu- 
lated through the freezer. 


If the brine level is too low, the 
brine pump will not prime, making 
it hard to get the brine circulating. 
Do not try to prime the brine pump 
as it is not necessary. As the tank 
is completely sealed it will be neces- 
sary to place a short length of 
quarter-inch tubing inside the funnel 
to allow the air to come out while 
filling the cabinet. Cover the funnel 
with three layers of cheesecloth if 
the brine has not previously been 
strained. 


THERMOMETER 


Temperature on the thermometer 
indicates temperature of the brine. 
There may be a variation of several 
degrees between the temperature 
recorded on the thermometer and 
that in the bottom of the tank when 
the brine pump is not operating. 

Never mix an extra strong solu- 
tion of brine and expect to dilute in 
the cabinet. 


FOR REFRIGERATED DISPLAY CABINETS 


Or EN 


The Crispeteria is open OPEN for compelling, 
attention-getting display of produce . OPEN for 
customers loaded down with purchases, who can't 
open bulky doors OPEN for easy handling and 
selection . . . OPEN FOR BUSINESS! OPEN so 
that grocers are eager to install one. OPEN a new 
field for profits by selling the Crispeteria. 


REFRIGERATORS 


NORTH KANSAS CITY, MO. 


esl Write today for details and open territories. 


ACE HARD RUBBER EQUIPMENT 
(S Outstanding 


for high-grade refrigerated display cabinet con- 
struction. Here are some reasons why— 


Ae 


Range of Door Assem- 
blies complete for any 
type cabinet job. 
Perfect interchange- 
ability. 


6 **Loxit’’ patented _lift- 
* out door construction 
at no extra ccst. 


Made of vermin-proof, 
odorless, sanitary Ace 
Hard Rubber. 


2. 


3. 
4. 
5. 


AMERICAN HARD RUBBER CO., 11] MERCER ST., NEW YORK, N. Y. 
Akron, Ohio ... 111 West Washington Street, Chicago, Illinois 


rf 


Minimum labor cost. 


To Manufacturers of Display Cabi- 
Greater strength. 


nets:—We can offer prompt service 
on any sizes from stock. Write for 


Superior finish. catalogue. 


© 


COMMERC IAL CONTRO 


Convenience — capacity — 
dependability! These are the 
qualities that characterize Ranco 
heavy-duty commercial controls 
—for Beverage Coolers, Water 
Coolers, Milk Coolers, Ice 
Cream Cabinets, Display Cases 
and similar applications. 


Ask Your Ranco Jobber 


anco inc., 


c Columbus, Ohio.USA 
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Preparedness Note At a Convention IF | WERE A JOBBER 


Packages Themselves Can Make Up 
Interesting Displays If Given Some Study 


By Zeke Carrithers 


In previous articles the subject of 
unit displays in the window, in the 
showcase, on the counter, and on the 
shelves has been discussed. 

As an example showing the possi- 
bilities of these unit displays, here 
are three pictures supplied to me by 
Joe Oberc of J. M. Oberc, Inc., De- 
troit refrigeration supplies jobber, 
illustrating the idea of how simple 
and effective units can be arranged. 

One of the problems, of course, is 
that a jobber does not find it advis- 
able to break open original packages 
and thus disrupt his stock. 

Consequently, it is often possible 
to make a display of the packages 
themselves, with perhaps one item 
showing, such as illustrated in the 


case of Peerless, also the Automatic 


DETROIT 3 oe 7? a a \ Products unit and Wolverine Tubing. 


Note below, how the one item may 
shows Earl Vallee of Automatic Prod- 


be shown, and the rest of the display 
navES ucts Oo. what he considers to be 60°" > Two Types of Shelf Display Arrangements That 


Most convention pictures show golf- form (even if it is left handed). made out of the packaged items, 
: Cun Help To Sell Refrigeration Supplies 


course scenes, so to be different, we (2) Mr. Vallee takes aim. (3) Krall neatness being a keynote. 
Ru NEW REASON FOR SELLING 


| & Positive ratings . 


me * Unsurpassed 
' «Right Price 


342 MN. SACRAMENTO BLVD. CHICAGO, ILL. 


1eaet ee Rotary Seal Ce., Chicago, Il. 


Sells Faster Because 
It Cools Faster! 


IDEAL SPEED COOLER 


Ideal Beer Cooler Co. 
2953 Easton Ave., St. Louis, Mo. 


show Rema members at the French looks on as John Wyllie, Jr. of Temp- Also note, at the right, how an 
Lick skeet club. (Besides, it’s in rite is about to say “pull.” (4) Krall interesting display can be made out < 
keeping with the preparedness idea.) and Vallee again, with the pressure of a plain item such as tubing. 

(1) Joe Krall of Detroit Lubricator off. er age 
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GALE 


ona ne 


ae... ie for 
efficient operation. 


GALE PRODUCTS 
1635 Monmouth Bivd. Galesburg. U1. 


DISPLAY CASES 
—— 


ite for details of 
pe biaed sensational new 


100% PORCELAIN 
Display Case line. 


MIDWEST 
MFG. COMPANY 
Galesburg, Illinois 


CAaGoO ; 
20 North Wacker Dr., Chicago 


ARISTOBAR pays oT 
its own way... increases profit 
margin, reduces cooling costs. Replaces messy wet —_ 

bath with dry cold ... colorful linoleum covering and stainless oc . 
trim ... other attractive features. Will pay YOUR way with profit on —— 
every ‘sale . . with increased compressor volume. 


fos roe ss i 
SHERER-GILLETT CO., marsnau michigan Lozsssncret™ 


THE DAIRY CASE THAT TOPS THEM ALL 


“EYE LEVEL” DISPLAY BOOSTS SALES. 
PERFECT REFRIGERATION ENDS 
SPOILAGE. 


ALSO AVAILABLE WITH NON-REFRIG- 
ERATED OPEN BOTTOM, WITH WIRE 
BASKETS. 


IDEAL FOR DAIRY, PRODUCE, AND 
ALL OTHER PERISHABLES. 


A BIG DEMAND FOR THIS ITEM. 
A BEAL PROFIT FOR YOU IN EVERY 


SALE. 
INQUIRE TODAY! 


F 0 5 E e REFRIGERATOR co Gin ; gGaae Offices. Waterbury, Conn 
I16‘t’ & Vine Sts., Phila.., - - 
Washington ASRE Sees 


Govt. Air Cooling Plants Stat, 0 AY T 0 N 
— GQHIO 


SECOND AND LUDLOW 


WASHINGTON, D. C.—An inspec- 
tion of the refrigeration and air 
conditioning plants of the U. S. 
Capitol and a discussion of the future 
trend of air conditioning featured 


Among the better hotels in the 


B® Aggressive dealers everywhere are cashing in on Weber's popular priced, the meeting of the Baltimore-Wash- middle west Hotel Miami leads het 
Weber also manufactures ie _ of a — Display Cases, Reach-In Cabinets, ington section of American Society oi 
e line of la fountain equipment on al nm Coolers an verage Coolers. a ne 
param ee phos a pang pm, cd — —e are available. Write today for catalog and com. = ee ae here Sept. in matters of comfort and su- a ti : 
information on Weber's fast selling line of profit-earning” . y members and guests made t tof fe 
refrigerator cases. It means money in your pocket! the inspection trip, and 57 persons perior facilities. The spacious, sult # t ft . ' 
i FE 
SHOWCASE AND FIXTURE COMPANY, INC. [i iashanpieliahdicssaibaiieite Miia AA aa 0 ce: 
WEBE 5700 AVALON BOULEVARD., LOS ANGELES, CALIFORNIA “The Trend in Air Conditioning” eatetely Cunatthed come, Baie ae ' 
was discussed by Paul Vincent, con- a 
sulting engineer. Mr. Vincent cover- Senne Here eee See or = 
ed the progress of air conditioning respite to scores of experienced mht — 


from about 1924 to the present, 
listing each major development 
chronologically and explaining its 
general effect on the industry. The 
present trend in air conditioning is 
toward unit equipment, he declared. 


Dr. Sebastian Karrer, director of 
research for Baltimore Consolidated 
Gas, Electric Light & Power Co., 
took A.S.R.E. members “Along the 
Frontiers of Science.” 

Showing of the Westinghouse 


travelers. The Crystal Bar is 
popular Dayton rendezvous. 


400 ROOMS 
WITH BATH from 1950 


O. E. TRONNES, MANAGER 
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ONE OF THE 


movie, “The Middleton Family at the ALBERT PICK 
World’s Fair,” closed the meeting. HOTELS 
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CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions, $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 


REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 

Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


SALES MANAGER with specialty or 
appliance background to organize various 
territories for a well established manu- 
facturer of specialized refrigeration equip- 
ment confined to the beverage industry. 
Equipment is patented, outstanding in 
performance and widely in demand. 
Substantial earnings involved for the right 
man with ability and vision. CHILL- 
QUICK CORP., Milwaukee, Wis. 


POSITIONS WANTED 


STEADY POSITION wanted by gE F..f 
graduate with two years experience and 
specialized training in engineering, com- 
mercial and domestic refrigeration, air- 
conditioning, heating, service and repair. 
I understand advertising, sales, cost and 
production. Will go anywhere. Married, 
age 40, protestant, $30 week to start. 
RAY LYNCH, 509 E. 8rd, Mishawaka, Ind. 


FRANCHISES AVAILABLE 


SEND FOR PRICES and literature on 
the General 1940 all streamlined refriger- 
ator display case line. Over 40 years 
experience manufacturing good commer- 
cial refrigerators. On a comparative price 
test with other makes of equal specifica- 
tions, prices are lowest in the country. 
GENERAL REFRIGERATOR & STORE 
FIXTURE CO., 5th & Bainbridge Sts., 
Philadelphia, Pa. 


EQUIPMENT FOR SALE 


BRAND NEW air cooled High Sides at 
exceptionally low prices. These condens- 
ing units are complete, ready to be 
plugged in. They are made up with all 
new parts; General Electric or Frigidaire 
Compressor, General Electric or Delco 
Motor, heavy duty condenser, heavy base, 
receiver, valves, etc.; charged with Methyl 
or “Freon.” They are available in \%-% 
and % H.P. GENERAL REFRIGER- 
ATORS CORPORATION, 518 East 20th 
Street, New York, N. Y. 


BRAND NEW Westinghouse 1 to 2 ton 
Low-Sides available, complete with Wal- 
nut, Mahogany or Modern cabinets, filter, 
coils, fans, valves, etc. Simple to install, 
satisfactory in operation. Sold to you in 
original Westinghouse crates—$32.50 each. 
Also brand new % H.P. and 1 H.P. com- 
plete G-E units and full line ‘As Is” or 
Rebuilt Commercial units from 4% H.P. to 
3 H.P. “As Is” 4 H.P. units complete 
with motors as low as $5.00. Write 
ASSOCIATED REFRIGERATOR PLANT, 
INC., 3028 West Hunting Park Avenue, 
Philadelphia, Pa. 


FOR SALE—1600 Refrigerator Compres- 
sors reconditioned. 800 Universal Single 
Cylinders —500 Universal Twins — 350 
Frigidaire Twins. These can be bought 
cheap, especially if you can use the entire 
lot. KAPLAN SALVAGE CO., 1615 S. 
Kostner Ave., Chicago, IIl. 


REPAIR SERVICE 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
Special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATOPY, 1793 Lake- 
view Road, Cleveland, Ohio. 


CONTROL REPAIR Service. Domestic 
controls reconditioned equal to new at 
& small cost. All work guaranteed for 
one year. Prices upon request. UNITED 
SPEEDOMETER REPAIR CO.,_INC., 
342 West 70th Street, New York City. 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy. specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


PATENTS 


HAVE YOUR patent work done by a 
Specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER, (ASRE). 
Patent Attorney, 342 Madison Avenue, 
New York City. 


<Al [DS Specify ALCO 


M for 
aximum Efficiency, 
rouble-Free Performance 


ALCO VALVE CO. sT. LOUIS, MO. 


Descriptions of 


appliance fields 


G-E ‘Wirometer’ Useful 
In Figuring Capacities 


BRIDGEPORT, Conn.—A _ pocket- 
size wire calculator, called the 
“Wirometer,” for use in computing 
wiring problems in accordance with 
the 1940 National Electrical Code, 
has been developed by the General 
Electric appliance and merchandise 
department. The Wirometer provides 
a quick method for arriving at code 
requirements. 

Information which may be obtained 
by the use of the device includes: 
conduit fill of all approved types of 
building wires, including wires of 
different sizes in one conduit; current 
capacities for wires when more than 


‘Wirometer’ Wiring Calculator 


three wires are run in one conduit; 
corrections in current-carrying ca- 
pacity for ambient temperatures over 
30° C.; and voltage drop for eight 
distribution systems. 

The Wirometer is 8 inches long, 
by 23g inches wide, and is made up 
of two sliding celluloid covers and 
six interchangeable cardboard slides. 
One side of the Wirometer enables 
voltage drop to be calculated for 


eight of the most widely used dis- 


tribution systems. Wire sizes which 
can be used in the calculation range 
from No. 16 to No. 4/0 AWG with 
distances from 10 to 1,000 feet. The 
other side of the Wirometer is de- 
signed for determination of the 
number of wires allowed in conduit, 
the resultant current values, and also 
correction for ambient temperature. 


‘Special’ Water Heater 
Marketed By Hotpoint 


CHICAGO — A new “Hotpoint 
Special” electric water heater in the 
best-selling 30-gal. size has just 
been announced by Edison General 
Electric Appliance Co. 

The “Hotpoint Special” is available 
in one model only, having a single 
heating unit and galvanized tank. 
Heating is accomplished by a quick- 
heating immersion unit. A unit size 
from 100 to 3,000 watts may be 
selected, with sufficient wattage to 
heat the entire tankful of water 
within prescribed charging hours. 

A scientifically designed baffle dis- 
tributes cold water entering at the 
bottom side of the tank, reducing 
mixing of incoming cold water with 
stored hot water. Rock wool insula- 
tion is used. 


‘Quicklag’ Circuit Breaker 
Uses New Principle 


EAST PITTSBURGH, Pa.—The 
“Quicklag,” a new small _ circuit 
breaker designed primarily for the 
protection of lighting, appliance, and 
motor circuits in homes, buildings, 
stores, and factories, has been an- 
nounced by Westinghouse Electric 
& Mfg. Co. 

Claimed to introduce a new princi- 
ple to circuit protection, the “Quick- 
lag” is said to combine for the first 
time in a single unit a cooperative 
magnetic and a thermal trip. Com- 
bination of the bi-metal thermal and 
the magnetic trip actions provides 
instantaneous trip on short circuits 
combined with time-delay for mo- 
mentary overloads such as_ those 
caused by lamp, appliance, or motor 
inrush currents. 


What's New 


some of the brand new items for 
the refrigeration and air conditioning, and major 


The new unit is available in ratings 
of 15 to 35 amperes, single pole only, 
250 volts a.c. and 125 volts d.c. 


‘Beverette’ Is Jewett's 
Smallest Beer Displayer 


BUFFALO—As a companion of 
its Beerador and Bevador beverage 
cooling refrigerators, Jewett Refrig- 
erator Co. has developed a smaller 


unit, the Beverette, somewhat similar @©— 


in size to a household refrigerator, 
and designed for the food or bever- 
age retailer whose needs do not 
warrant use of either of the two 
larger coolers. 

Where the Beerador has a capacity 
of 22 cases of beverages, and the 
Bevador of 11 cases, the Beverette 
has a capacity of 144 bottles of beer, 
milk, or other beverages of “steinie”’ 


size on three shelves, leaving a fourth | 


shelf free for general storage. Each 
shelf holds 48 12-ounce steinie bot- 
tles, 24 quart milk or beer bottles, or 
38 pint milk bottles. 

Shelves are adjustable in height, 
so that pint bottles may be stored 
on one shelf, and quart bottles on 
another. This arrangement leaves 
two shelves free for general storage. 

The Beverette is 61 inches high, 
and has a diameter of 30 inches, 
being circular in shape except for the 
door. Exterior finish is Dulux; in- 
terior is aluminum luster on galvan- 
ized iron. ‘Look-in” door has three 
thicknesses of plate glass, set in 
water-proof cement with Silica Gel 
dryers. 

A cold storage compartment, lo- 
cated above the beverage storage 
section, maintains a temperature of 
10° F. and can be used either for ice 
cube freezing or for storage of 
frosted foods. Capacity of the com- 
partment is 25 to 30 packages of 
frosted foods; ice capacity is 24 
pounds in six trays. 


‘Humidome’ 1941 Prices 
Start At $39.50 


CHICAGO-— The 1941 line of 
“Humidome” portable humidifiers has 
been announced by Harry Alter Co. 
Feature model of the line, No. 341, 
lists at $39.50. Other models in the 
line are No. 241, listing at $44.50, 
and No. 141, listing at $52.50. 

The feature model of the line, No. 
341, has a water evaporation rate of 
three pints per hour, with a reservoir 
water capacity of five gallons. It 
has an air volume of 140 c.f.m. 


Model 241 is similar to the feature 
model, but is equipped with a more 
powerful motor. Water evaporation 
rate of this model is said to be “over 
four pints per hour,” and has a 
reservoir water capacity of five gal- 
lons. It has an air volume of 175 
c.f.m. 


The deluxe model, No. 141, also 
has a water evaporation rate of “over 
four pints per hour,” with a reser- 
voir water capacity of five gallons. 
Air volume is 175 c.f.m. This model 
is equipped with adjustable air con- 
trol shutters. It has a two-piece 
cabinet of heavy steel, finished in 
dark mahogany “Hammerloid.” Other 
models are finished in baked dark 
mahogany wrinkle. 


Dimensions of all three models are 
the same, being 16% inches high, 
15 inches wide, and 13% inches deep. 
Portable stands in two models are 
available. 


End-Table Humidifier 
Added To F-M Line 


CHICAGO — A _ new low cost 
humidifier to sell for $59.50 has been 
added to the air conditioning line of 
Fairbanks, Morse & Co. The unit, 
which also may be used as an end 
table, is available in a wood cabinet 
at $69.50. 

The humidifier handles 150 c.f.m., 
and is said to remove smoke, dirt, 
and pollen from the air while mois- 
ture is being added. 


ws 
FR 
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Flashlight Battery 
Is. Rechargeable 


SYCAMORE, Ill.—A _ rechargeable 
flashlight battery similar in principle 
to the automobile storage battery 
has been announced by Ideal 
Commutator Dresser Co. here. 

Small in size, this battery is made 
to fit all popular two-cell 14-inch 
size D flashlight cases. In heavy 
use, one discharge is said to be equal 
to a pair of ordinary dry cells. It 
is claimed that this battery will 
outlast hundreds of the ordinary 
type, giving up to 1,000 hours of 
bright light with proper care. 

A small charger consisting of 
transformer and rectifier plates is 
used to keep the battery at full 
strength. This charger merely needs 
to be plugged into any 110-volt, 60- 
cycle wall socket. Recommended 
charging time is 12 hours. 


CAME BELL REFRIGERATOR CO. 
Milwaukee, Wis. 


Hardy-MAYFLOWER 


are Efficient, Sturdy 
and Reliable 


Hardy Manufacturing Co., Inc. 
126 Davis Ave., Dayton, Ohio. 


SOLD ONLY 
THROUGH DEALEES 


Give Extra Profits— 
Certain Repeat 
Business— 

Send Today for 

All the acts 


5 | 
x i AVES 


on hermetic units. 
should not be 
prevents corrosion and 
to acid in the system. 


SO., CH;Cl and “P-12.” 


08. 367-8 


Replacement ‘High Side. Floats 
for HEIRMETIC Units 


Aminco No. 369 is recommended for replacement, 
A ow gpa 
disassembled. 

eliminates hal trouble due 


Nos. 367-368 are suitable for replacement in a num- 
ber of well-known refrigerators. May be used with 
Send for bulletin No. 30. 


AMERICAN INJECTOR CO. 


1481 FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast: Van D. Clothier, 1015 E. 16th, 
Export: Borg-Warner International Corp., 310 S. 


replacement—it 
col seat 


Los Angeles No. 369 
Michigan Ave., Chicago, Hl. 


lish 


WALL MUMI-TEMP 


Temp—the industry’s leadin 
the added seaman *endawad 


Sell new customers and build new business on the sound 
basis of customer satisfaction—sell the Larkin Wall-Humi- 
forced convection unit. Share 
y Larkin dealers everywhere. 


See your jobber or write direct to 


LARKIN COILS, INC. 


519 Memorial Drive, S.E., ATLANTA, 


UNITS 


Canadian distributor: 


“Chieftain” makes no complete refrigerating equipment. 
Our business is large production of compressors and highsides. 
We do not compete with our customers. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Refrigeration Supplies 


Co., Ltd, Zenfen, Ontario 


@ The new Imperial Flaring 
Tool with slip-on yoke, pro- 
vides ease and spee 
operation never before at- 
tained in a flaring tool. 

The yoke is made so that 
it can be slipped on over the 
bar without twisting or turn- 
The inside edges of the 
ye e are slotted so that once lem. 
position a slight turn holds 


‘THE IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago, Ill. 


IMPERIAL 


_&2 cas. SPEED UP your flaring! 


are made of forged steel. 
additional advantage of 
d of this tool is the construction 
of the bottom of the yoke, 
which permits flares to be 
made where there is little 
space between nut and the 
end of tubing. Fin tubing 
sometimes offers this pr 


Flares soft copper, brass or 


it in place on the bar. Yokes aluminum ing. 
So, eee. Imperial Flaring Tool, flares 14", ‘“«". %”. Yo" 
d 4%" O. D. tubing. Price oS “aan ee te Re * Bass 


Also available for all other sizes of tubing. 
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Stewart-Warner To 
_ Open Drive Early 


(Concluded from Page 1, Column 5) 

line at the morning session, the 
afternoon was given over to a con- 
ducted tour of “Quality Lane,” the 
production course through the fac- 
tory that all S-W refrigerators must 
follow. Point of the tour was to 
translate the word “quality” from 
an intangible term into a _ visual 
review of the precision operations 
and exacting tests involved in manu- 
facturing the’ refrigerators — all 
grouped under ‘quality’ as defined 
by the company. 

Separate from other convention 
activities was the opening of a 
“service school” at the Indianapolis 
factory, where distributor and dealer 
service men were instructed in the 
latest methods of refrigerator repair 
and maintenance. 

Transported to French Lick 
Springs after the day’s program at 
Indianapolis, convention delegates 
were welcomed at dinner that eve- 
ning by James S. Knowlson, Stewart- 
Warner president and board chair- 
man. Second day’s program began 
with a talk by Joseph C. Eliliff, 
assistant general sales manager, who 
outlined the 1941 Dual-Temp national 
advertising and sales promotion plan, 
and interpreted its scope in terms of 
the consumer, the dealer, and the 
distributor. 

A. B. Dicus of Hays MacFarland 
& Co., Stewart-Warner advertising 
agency, then gave a detailed resume 
of the 1941 national advertising 
program. Illustrating his talk with 
huge color reproductions of the 
major consumer magazines, Mr. 
Dicus talked with imaginary women 
readers of these magazines, the 
recorded voices being spaced _ to 
synchronize with his remarks, and 
creating the illusion of an actual 
conversation. 

C. C. DeWees, Stewart-Warner 
advertising manager, outlined ele- 
ments of 1941 merchandising as tied 
in with the national advertising plan. 
Chief highlight of this merchandising 
campaign will be the year-around 
refrigerator sales program. Stewart- 
Warner is the first major manufac- 
turer of electric refrigerators to 
sponsor such a program, Mr. DeWees 
claimed. 


The merchandising plan also will 
include a finance plan with a number 
of features, including a winter pur- 
chase plan, designed to build holiday 
volume. Another part of the 1941 
sales plans is a full-color movie, 
“Betty Puts Her Budget on Ice,” 


These Men Made Rema’s Fall Meeting the Best In Its History 


These men shown in this group 


picture were among those present at 
“the best-attended meeting” of the 
Refrigeration Equipment Manufactur- 
ers Association, held earlier’ this 
month at French Lick, Ind. Among 
those present who failed to get in the 
picture are J. W. Baillie, Detroit 
Lubricator Co.; H. L. Beekley, The 
Electrimatic Corp.; W. T. Carmody, 
Spoehrer-Lange Co.; E. W. McGovern, 
E. I. du Pont de Nemours & Co., Inc.; 
Paul Penn, Penn Electric Switch Co. 

Top Row—M. W. Knight, Peerless 
of America, Inec.; Ivan Corcoran, 
Square D Co.; Otto C. Wilk, The 
Weatherhead Co.; L. F. Blough, 
White-Rodgers Electric Co.; M. E. 
Miller, Peerless of America, Inc.; E. 
J. Zoll, Chicago-Wilcox Mfg. Co.; 
J. M. Dumser, Chass Brass; Fred 
Riggin, Jr., Mueller Brass Co. 

Next to Top Row—H. T. McDer- 
mott, Refrigeration Service Engineers 
Society; G. E. Graff and A. J. Meyer, 
Ranco, Inc.; A. B. Newton, Minne- 
apolis-Honeywell Regulator Co.; G. 
Russell Whippo, The Weatherhead 
Co.; E. C. Eickhoff, Chase Brass & 
Copper Co.; Gordon A. Burns, Kel- 
vinator, Canada; David Fiske, A.S.R.E. 

Third from Top—John Wryliie, Jr., 
Temprite Products Corp.; F. K. 
Smith, Tecumseh Products Co.; J. A. 
Strachan, Kerotest Mfg. Co.; L. C. 
McKesson, Ansul Chemical Co.; Clark 
Bridgman, The Bush Mfg. Co.; Bar- 
rett Scudder, Jas. P. Marsh Corp.; 
C. H. Benson and Wm. A. Leonard, 
Imperial Brass Mfg. Co.; Frank 
J. Gleason, Copeland Refrigeration 
Corp.; H. W. Jarrow, Jarrow Prod- 
ucts. 

Fourth from Top—M. R. Ober- 
holzer, L. H. Gilmer Co.; M. H. 
Pendergast, Modern Equipment Corp.; 


J. Norbert Ott and C. V. Gary, Henry 
Valve Co.; F. J. Hood, Ansul Chemical 
Co.; S. R. Robinson, Bonney Forge & 
Tool Works; F. A. M. Dawson, Re- 


frigeration Supplies Co., Ltd., Toronto, 
Canada; C. C. Ryan, Dole Refrigera- 
tion Co.; K. B. Thorndike, Detroit 
Lubricator Co. 

Fifth from Top—Phil Redeker, AIR 
CONDITIONING & MREFRIGERATION NEWS; 
J. W. Krall, Detroit Lubricator Co.; 
F. E. Jernberg, Mills Novelty Co.; 
A. B. Schellenberg, Alco Valve Co.; 
W. C. Allen, Modern Equipment Corp.; 
R. M. Van Vleet, Cutler Hammer, Inc.; 
Robert LeBaron, Virginia Smelting 
Co.; Frank R. Pond, Refrigeration & 
Industrial Supply Co., Inc. 

Bottom Row—R. M. McClure, execu- 
tive secretary of Rema; W. D. Keefe, 
Fedders Mfg. Co.; Attorney Hammond 
E. Chaffetz, Kirkland, Fleming, Mar- 
tin, Green & Ellis, Chicago; Stuart G. 
Phillips, The Dole Valve Co.; Philip 
P. Gott, manager, Trade Association 
Department, U. S. Chamber of Com- 
merce; N. J. MacDonald, Thomas & 
Betts Co.; E. A. Vallee, Automatic 
Products Co.; J. S. Forbes, Superior 
Valve & Fittings Co.; George Taube- 
neck, AIR CONDITIONING & MREFRIGERA- 
TION NEWS. 


which was previewed by the conven- @— 


tion at its second afternoon session. 


Speakers Dicus and DeWees later 
discussed the trade paper advertising 
schedule for Dual-Temp models dur- 
ing the coming year, and Richard 
Brinsley of C.I.T. and Irv Veeck of 
Stewart-Warner outlined refriger- 
ator financing and methods to be 
used in signing new dealers. 

Another point of interest was a 
review of the company’s 1941 home 
economist promotional plan, outlined 
by Gus Treffeisen, and to be directed 
by Frances Weedman, home econ- 
omist. This program will be ex- 
tended to the farm market, and will 
provide direct’ tie-ins with the 
merchandising efforts of frosted foods 
manufacturers and owners of locker 
storage plants in rural areas. Fea- 
tured in the program will be the seal 
of approval awarded the Dual-Temp 
by Good Housekeeping Institute, 
Armour Research Foundation, and 
the Birds Eye Frosted Foods organi- 
zation. 


Net 
Storage Shelf Ice 

Cap. Area Capacity 
Model Cu. Ft. Sq. Ft. Cubes Lbs. 
Dual-Temp Series 
Breer Tee ee 8.0 16.5 84 12 
rere 8.0 16.5 84 12 
Oe kexiess evens 6.3 11.5 56 8 
_, SL ee 6.3 11.5 56 8 
Standard Series 
en? hakenkeoen 8.0 16.0 56 8 
Sere 6.5 11.2 56 8 
ee ere 6.5 11.2 56 8 
BL Vike diiecs 4.2 9.0 28 4 

Note: Models 871 and 671 in the Dual- 

Temp series and models 801 and 611 in 
the Standard series have dry storage 
compartments in the cabinet base. Stand- 
ard series models have conventional type 


evaporators. Dual-Temp models have a | 
“Freezing Locker” below normal storage | 


section. Dual-Temp models also have 
Sterilamp, adjustable shelves. Models 871, 
671, 801, and 611 have covered vegetable 
fresheners, first three of sliding type with 


glass cover. All models have automatic 


interior light. 


Kaka KaKa KKK 


Mills Condensing Units 
By Mills Novelty Company 
4100 Fullerton Ave., Chicago, Ill. 


KK Kaka KaKaaKaK 


Clark’s Yorktown Dining Room 
is one of 20 famous Clark Res- 
taurants known in Cleveland 
and vicinity for their delicious 
food and charming surround- 
ings. Many of them use A-P 
Valves. In the Yorktown Dining 
Room alone, 18 A-P Expansion 
Valves and Solenoids dependa- 
bly protect food delicacies and 
beverages. 


Refrigeration Tube 


Refrigeration Engineers respon- 
sible for Refrigeration efficiency 


% Progressive Service Men Use and 


Recommend — and Aggressive 
AMERICAN BRASS ) Jobbers Stock and Talk — A-P 
Si Rea Products. 


FRENCH SMALL TUBE BRANCH | 
General Offices: Waterbury, Conn | 


ie Fy 2 ee w 4% ie Piatiee = ae a a 2 5 
Se: Saale ee Se gees eS ee Eee ee 


éf ONE be S. . & “W! os Sh ive, Rae a z 9) = pen 1 
Saat ot Tonal ;_ 2 oe pie e be ee ee eee le, 


@ Clark's Yorktown Dining Room, West 117th 
Street and Clifton Boulevard, Cleveland Ohio 


in modern Restaurants like 
Clark’s — naturally turn to 
A-P for sure Valve DEPENDA- 
BILITY. They know that steady, 
accurate Refrigerant Control is 
the backbone of success on any 
installation. And A-P Valves 
have never let them down. 


Protect YOUR installations 
with A-P Valves! Then you 
can forget “Valve Trouble” 
for Good! 


AUTOMATIC PRODUCTS COMPANY — 


THIRTY — SECOND . 


2450 NORTH 


MILWAUKEE 


dependable valves control refrigeration . . . 


18 (4p) VALVES SERVE 
CLARK'S YORKTOWN DINING ROOM 


Famous Cleveland Tourist-Stop 


New {4} Model No. 73RJ 
Refrigerant Solenoid Valve .. 


For Small Units. Maximum Operating 
Differential 125 to 180 Ibs. per sq. inch. 
Exclusive A-P quieting feature pFfé- 
vents hum and excessive operating 
noises. Has handy mounting bracket: 
Easily cleaned on line. 


STREET 
WISCONSIN 


Expert Department _ 100 Varick Street, New York City | 
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